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Thomas I. Parkinson, President 393 Seventh Ave., New York, N. Y. 














The Baying Public Are Thinking 


tena production records were made at the time when the public were buying policies. 
Now there is a different buying public. They are thinking. They are not buying 
policies but they are buying the things life insurance will do. The salesman who gets the 
business is the man who can show the prospect how life insurance will solve his problems. 


The letter quoted below illustrates how the public are 
thinking. The letter was addressed to one of our General 
Agents and forwarded to the Agency Service Department 
of the Ohio National. (For obvious reasons fictitious 
names are substituted for the names of the prospect and 


the other companies. ) 


“Dear Mr. Blank: 














Here Is the Proposal 


Riders were attached to the existing policies 
and added insurance was purchased sufficient 
to provide the following: 


$1,000.00 cash to wife on death of insured. 


Please prepare a program for Mr. V. DeL, age 31, with the $ 98.30 guaranteed for ten years to wife on 


following information: He has a boy age 10 and a girl age 3. 
He carries $2,000 ordinary life with the Certain Life Insur- 
ance Company, $3,000 with the Reliable which guarantees 
his wife $50.00 a month for five years, and $6,000 of ordinary 


life with the same company. 


He wants to buy $10,000 of Retirement Income at age 60 


$ 10.32 


and wants the beneficiaries of this worked in with the $ 27.00 


$11,000 he already carries. 


In case of his death he wants an income paid to his wife of $ 60.00 


$100.00 a month for 10 to 15 years, and $50.00 a month 
thereafter as long as the money lasts. 


In conjunction with the above, he also wishes to have the $ 80.00 


education of his children taken care of. 
the death of both him and his wife, that $50.00 a month be 
paid each child for as long as the money lasts.” 


Two days after receiving the letter a complete nine page 
brief was mailed to our agent. Its provisions are outlined 
in the box on the right of this page. The premium deposit 


Also, in case of 


was only $9.16 more than the plan proposed. = 


This special brief service is available to all members of 


the Ohio National field staff. 


Salesmen wanted in the following states: Alabama, Arkansas, Colorado, California, Florida, Idaho, IIli- 
nois, Indiana, Iowa, Kansas, Kentucky, Michigan, Missouri, Nebraska, New Mexico, North Carolina, Ohio, 
Oklahoma, Oregon, Pennsylvania, South Dakota, Tennessee, Texas, Utah, Washington, and Wyoming. 





guaranteed. 


death of insured and thereafter a min- 
imum of *$55.42 monthly for life, 10 
years certain. 


a month to each child until age 14. 
(10 months of year.) 


a month to each child for four years 
of high school. (10 months of year.) 


a month to each child for four years 
of college. 
(10 months of year.) 


a month life income guaranteed to in- 
sured beginning at age 60. (Addi- 
tional income from converted existing 
insurance if desired.) 


$ 53.40 a month to each child for 30 years in 
event of the death of both father and 
mother. 

The amounts of monthly income quoted above are all 


Surplus interest will increase the amount of 


“Income to wife increases if she is older than 42 at the 
time the policy becomes a claim. 








For a General Agent’s contract, write to John H. Evans, Vice President. 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


Cincinnati, Ohio 
T. W. Appleby, President 
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Blood Pressure Is 
Now All-Important 


War on Degenerative Diseases 
Concentrates on This Avenue 
of Attack 


SCAN DIASTOLIC FIGURE 


General Insured Mortality Shows Turn 
for Better, Suicide Rate 
Decidedly Improved 


Insured mortality, which throughout 
the depression period mounted steadily 
and only a few months ago was dis- 
cussed by actuaries meeting in Chicago 
in the light of a problem still unsolved, 
is in process of taking a turn for the 
better. This is the general opinion of 
underwriters which has developed in the 
last month or so. 

There has been a decided improve- 
ment in the suicide rate. Underwriters 
believe that economic pressure on many 
policyholders has been relieved. The 
thought is that mob psychology resulted 
in many suicides of insured persons, but 
that with the coming of optimism 
thought has turned away from that 
method of squaring debts. 

Attention is being focused more than 
ever before on degenerative diseases, a 
source of loss which has grown steadily, 
which, without doubt, as one underwriter 
puts it, is “licking the companies.” A 
stiff fight is being put up, however. 

Concentrate on Blood Pressure 


One of the main battle lines is on 
blood pressure. For years underwriters 
considered the systolic pressure all-im- 
portant and diastolic of little conse- 
quence. Until a short time ago, also, 
it was the general practice to ayerage 
the readings where more than one was 
taken. There has been a complete right- 
about in this respect. It has become in- 
creasingly more evident that diastolic 
pressure is of vast importance in selec- 
tion. It is as true that the highest read- 
ing taken must not be ignored. 

Use of the electro-cardiogram and 
x-ray have helped materially on jumbo 
cases in avoiding the hazard of cardio- 
vascular diseases. But these methods 
have not been brought into general use. 
Thus the volume of early deaths due 
to degenerative diseases is still pressing, 
especially in the smaller brackets. Until 
the electro-cardiogram can be made a 
more general test, underwriters are seek- 
ing additional help in the examination 
reports, and are looking primarily to 
blood pressure readings. 

Too Liberal in Past 


Every tabulation of experience that is 
made indicates more clearly that all pre- 
vious underwriting schedules relating to 
blood pressure were too liberal. A result 
has been a stiffening of blood pressure 
requirements, particularly regarding di- 
astolic. 


(CONTINUED ON PAGE 20) 
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Momentous Developments 


of the Year 


Record of Achievement Has Cre- 
ated Confidence in Minds of 
Thoughtful 


By HENRY FRANKLIN TYRRELL 


The institution of life insurance has 
met everything—war and peace, epi- 
demic and health, depression and riches 
—in the last few years, and it has 
emerged impregnable because of its com- 
plex character and splendid management. 

Concentrating upon the year 1933, it 
can be said that, because of the so-called 
business depression, it showed a decrease 
in the production of new paid-for busi- 
ness. During the first half, the decrease 
was great, but under the new deal, pro- 
duction picked up enough to make the 
second half compare very favorably with 
the year 1932. In all, approximately 
$13,000,000,000 of new life insurance was 
sold, representing a decrease of but 10.4 
percent. The total amount at risk de- 
creased 5 percent, but the total outstand- 
ing insurance in force has practically 
doubled in the last 10 years. The in- 
stitution also paid out some $3,100,000,- 
000, of which $2,175,000,000 went to liv- 
ing policyholders and $925,000,000 to 
widows and orphans and other depend- 
ent beneficiaries, which was an amount 
in excess of that expended in 1932 by an 
appreciable percentage. Some 63 million 
of our citizens have some form of legal 
reserve life insurance, which equals 
about one-half our population. 


Total Amount of Assets 
Will Be Interesting Item 


The total amount which life companies 
will have to report in the way of assets 
Jan. 1, 1934, will be interesting. On 
Jan. 1, 1932, they amounted to $20,- 
160,000,000 and on Jan. 1, 1933, to 
$20,754,000,000. A great deal will de- 
pend on bonds not subject to amortiza-, 
tion, but under the rules adopted by the 
insurance commissioners at their Dec., 
1933, meeting, the statement will have 
the sanction of authority. The filing of 
annual statements by March 1, 1934, will 
show how much, if any, assets have de- 
preciated. At any rate, they will have} 
more than doubled from 10 billion dol-| 
lars in 1922. 

Life insurance is composed of two} 
constituent bodies—the agency force and | 
the home office force. The agent has | 
an important part to play, and he must | 
understand and appreciate the responsi- 
bilities which rest upon his shoulders for 
the welfare and success of the institu- 
tion. The agent wants his company to} 
be safe and secure. Moratoria, i 


in- | 
creased surrender charges, and increased 
costs ought not to very greatly concern 
him; he should meet these incidents— | 
and go on selling life insurance. Men 
are ready to buy complete life insurance 
programs when they shall be persuaded | 
so todo. We are on the edge of a great | 
day, and agents should be “built up” for 
their work by home office assistance. | 
The successful agent in 1934 will be the | 
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Reviews 1933 | 














H, F. TYRRELL 


Henry F. Tyrrell, legislative counsel 
for the Northwestern Mutual Life, an- 
nually at this time prepares a review of 
the year’s developments in life insur- 
ance. This year his review covers many 
momentous occurrences and his conclu- 
sions are heartening. 





man who has kept pace with changed 
conditions, and who has prepared him- 
self accordingly. 

The peaceful though none-the-less 
definite revolution which is taking place 
in this country’s economic and social 
order will affect life insurance, although 


it has come through the crisis much 
better than any other financial in- 
stitution. The field men know that 


their two major tasks, the conservation 
of old business and the writing of new 
business, will be their chief future con- 
cern, regardless of other situations. They 
must have hope that the new deal will 
in time mean a new deal for them. 


Agents Must Hope for 
New Deal in Their Line 


But the home office executive, too, has 
had large responsibilities. He runs into 
incidents which either make or break the 
institution. What affected him? 

The moratorium was the chief thing. 
The right to borrow money and to take 
cash for the surrender of policies is a 
real feature of the business, and follow- 
ing the bank holiday proclaimed by 
President Roosevelt, there began a de- 
mand on companies which in the case 
of the bank would have been considered | 
arun. With the banks closed, however, 
there was no other place to get money. 
It seemed impossible to keep on hand 
enough cash to meet the demand, and 
consequently it became a question of the 

(CONTINUED ON PAGE 20) 





Officials Disagree 
on Lapse Effects 


Some Hold Mortality Advance 
Has Been Partly Due to 
This Cause 


NO CONCLUSIVE PROOF 


Beneficial Results Seen by Some Ob- 
servers, in Continuing of Per- 
sistent Policyholders 


NEW YORK, Dec. 28.—While 1933 
will show up as one of the peak years 
in volume of surrenders and mortality 
among ordinary policyholders, actuarial 
and underwriting officials are iar from 
agreeing on the widely held theory that 
heavy lapsation tends to make mortality 
worse. 

Many hold the view that it may even 
improve mortality, and there is general 
agreement that whatever the effect it 
would not be very marked one way or 
the other. The greatest difficulty in ar- 
riving at any conclusion is that anything 
definite would have to be based on the 
death rate among lapsing policyholders, 
which it is practically impossible to ob- 
tain. 

An exception to the uncertainty of the 
effect of lapses on mortality is the case 
companies whose solvency is so 
gravely questioned by policyholders that 
all who are insurable are dropping their 
insurance to get new coverage elsewhere. 


o! 


No Adverse Selection 


The possibility that adverse selection 
by withdrawing policyholders might have 
a serious effect on mortality was the 
subject of much discussion years ago 
when the question of including guaran- 
teed cash and loan values in policies was 
being argued. The inclusion of these 
values appeared to have no noticeable 
effect on mortality, either immediately 
or eventually. 

The reasons for believing that high 
lapses make mortality worse are famil- 
iar: the policyholder who would other- 
wise surrender is more likely to continue 
if his health is poor or he knows he is 
otherwise uninsurable. 

Those who believe that the net effect 
on mortality may be beneficial point out 
that the opposite view assumes that the 
mortality of -the lapsing policyholders, 
including those who would lapse if it 
were not for reasons of health, is the 
same as that of the general average of 
the company. 

Other Side of Picture 


It is the uncertainty of this assutmp- 
tion, they say, that makes it possible 
that mortality may be unaffected or even 
improved by lapses. While there are 
numerous individual exceptions they be- 
lieve that policyholders who persist in 
their programs of protection for their 
dependents, who are sufficiently healthy 
and materially successful to be able to 

(CONTINUED ON PAGE 20) 








2 


THE NATIONAL 


UNDERWRITER 


December 29, 193) 








Federal Regulation Deemed 
Not Ideal in All Respects 





HAS SERIOUS POSSIBILITIES 





University Professor Analyzes Old Pro- 
posal at Session of Teachers 
of Insurance 





Although there may be some advan- 
tages derived from federal rather than 
state regulation of insurance, the present 
complicated times are especially inop- 
portune for such a development, F. G. 
Dickinson, assistant professor of the de- 
partment of economics, University of 
Illinois, secretary-treasurer American 
Association of University Teachers of 
Insurance, stated in an address at the 
annual meeting of the association in 
Philadelphia this week. 

He said to secure federal control it 
would be necessary for the U. S. Su- 
preme Court almost completely to re- 
verse its ruling in Paul vs. Virginia, or 
for another amendment to the constitu- 
tion to be adopted. So long as states 
have power to pass workmen’s com- 
pensation and automobile liability laws, 
it is unlikely they will voluntarily re- 
linquish their right to control companies 
providing insurance under such acts. 
The authority imposing such obligations 
on citizens, Professor Dickinson said, is 
the logical agency for supervising op- 
eration of insurers under these risks. 


Progress Toward Uniformity 


It often has been said that federal 
control of insurance would bring uni- 
formity, but Professor Dickinson said 
much of the demand for uniformity has 
been met through the fine work of the 
National Convention of Insurance Com- 
missioners, especially in recent years, 
great progress having been made to- 
ward uniform policy forms, convention 
blanks, commissioners’ values, less dup- 
lication of company examinations, etc. 

He said uniformity is not entirely de- 
sirable. The prospective policyholder 
now can choose to buy protection either 
from a company domiciled in a state 
with high standards or one with low 
standards of regulation. This selection 
favoring the state with higher standards 
is a constructive force in improving in- 
surance laws throughout the country. 


Another Serious Aspect 


Uniform legislation may be uniformly 
good or uniformly bad. For one state 
to pass unwise legislation is enough of 
an evil, he said, but a similar act ef- 
fective throughout the country would be 
tragic. At present it can be anticipated 
that new practices and methods would 
not be adopted nation-wide until they 
had been proved successful in states in 
which first tried out. 

Professor Dickinson asked whether 
federal control would bring ‘improve- 
ment. He assumed that it would affect 
only insurance transactions between per- 
sons in one state and insurance com- 
panies located in another state; that 
state’s rights within their borders would 
not be infringed upon. Under such ar- 
rangement, there would be disparity be- 
tween inter-state and intra-state insur- 
ance transactions. In addition, policy 
forms could be approved only by the 
federal official in authority, who might 
disagree with the combined ruling of 
several state insurance commissioners. 
If he would always acquiesce in recom- 
mendations of the commissioners’ con- 
vention, then federal control would be 
a myth. This dual system would not 
make for uniformity unless state super- 
visory officials would bow to the federal 
commissioner, or vice versa. 

It would be unreasonable to expect 
Congress to become insurance-minded 
in a single session. There would not be 
in federal acts for some time to come 
the background of a century or more of 
experience enjoyed by the states. Mem- 
bers of Congress representing debtor 





Upward Trend Noted by 
Sales Research Bureau 








HARTFORD, Dec. 28.—In reviewing 
the year 1933 it is encouraging to note 
the trend in life insurance. Although the 
volume for the year wil! be somewhat 
below the 1932 figure the trend in sales 
during the past months has been stead- 
ily upward. At the close of the first 
quarter of 1933 reports showed that 
sales were 74 percent of last year’s vol- 
ume; by the end of six months this per- 
centage had increased to 79 percent, ac- 
cording to the Sales Research Bureau. 
During the summer, conditions contin- 
ued better and at the close of Septem- 
ber sales had reached 84 percent of the 
volume of the nine months of 1932. 
Since then the trend has been steadily 
upwards and estimating for December 
it is felt the yearly volume will be 87 
percent of the 1932 new business. 

Over half the companies reporting 
figures for November to the Research 
Bureau showed a gain over last Novem- 
ber. In every section of the country the 
experience for the month is consider- 
ably better than for the 11 months of 
the year which is, of course, an indica- 
tion of improvement. The figures by 
sections and cities follow: 

11 Mos. 
1933 
Nov., 1933, Compared 
toll 
Mos., 1932 
% 


N 
United States Total. 7% 86 
New England....... 100 92 
Middle Atlantic..... 94 93 
East North Central 97 86 
West North Central a98 88 
South Atlantic...... 85 
East South Central.. 108 95 
West South Centrai. 103 89 
DPI. cocecceses 103 82 
Pe. 66606 006.0:040% 98 83 
Cities 

PE  cteeceddee esis 109 90 
Nk ob tan6s6.ad 98 88 
SD heeass sean 99 84 
EE A ben tn ee os 97 83 
Los Angeles ........ 88 81 
>see 92 78 
pnipseiphia $o6se8e 85 82 

a Ee 96 92 








states of the west and south might be 
sorely tempted, Professor Dickinson be- 
lieves, to pass laws favoring their con- 
stituents even at the expense of insur- 
ance companies and policyholders. 

He asked whether federal supervision 
would result in lower taxes, greater effi- 
ciency and a lessening of political in- 
fluence. Rarely in American experience 
has a governmental plan for supervision 
of an industry been unaccompanied by 
new taxes, he said. The government 
might be in position to employ better 
trained insurance men than state depart- 
ments, but the chief officer still would 
be an appointee of the political party in 





power. 


Life People Will Watch 
Code Filed by Local Agents 





MAY DISCOVER DANGER IN IT 
Fire, Casualty and Marine Companies 
Objected to Agency Organization 
Taking Action at Washington 





The National Association of Insur- 
ance Agents, composed of fire and cas- 
ualty men, filed at Washington this 
week a code that is more exacting than 
the general code for all enterprises first 
promulgated. The companies were very 
much opposed to the filing of this code 
which has a section devoted to com- 
petitive or unfair practices. An attempt 
was made on part of the fire, casualty 
and marine executives to reach an 
agreement with the agents on some ma- 
chinery whereby disputes in the in- 
dustry itself could be settled without 
resorting to code regulation. The agents 
seemingly felt that the companies had 
been given sufficient time and hence 
Secretary W. H. Bennett of their or- 
ganization went to Washington this 
week and filed a code. 

Neither the life companies nor their 
agents have filed any code but simply 
came under the general code. If the in- 
jection of a code with greater restric- 
tions than are found in the general one 
comes up seriously for approval, which 
it will now do, it is a question just how 
far the life companies desire to get into 
the picture. General Johnson of the 
NRA was considerably confused when 
representatives of the fire and casualty 
organizations appeared before him and 
announced they could not speak for life 
insurance. He seemingly felt that all 
hands should get together and file a 
code but the life companies kept out. 
They undoubtedly will have observers 
at the hearing when the agents’ code 
comes up for discussion to see if life in- 
surance may be involved. 


Sioux City Managers Elect 


G. U. Silzer, Equitable Life of Iowa, 
was named president of the Sioux City, 
Ia., Life Managers Association at the 
annual meeting. L. L. Holmes, Massa- 
chusetts Mutual, is vice-president; J. M. 
Showalter, Register Life, secretary- 
treasurer; W. D. Morton, Mutual Bene- 
fit, and L. B. Gettys, Mutual of New 
York, members executive committee. 


New superintendents appointed by the 
Western & Southern Life are: N. 
Cramer, Columbus; Frank Pierce, Terre 
Haute; R, J. Lemley, Cincinnati, and John 
L. Brown, Louisville. 








November Gains in 25 States 
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month, 


Ordinary life sales for November increased in 25 states, the total for the 
country being only 3 percent less than that for November, 1932. The above chart 
prepared by the Sales Research Bureau shows ordinary sales comparisons for the 





Palmer Examines Fitness 
of Directors of Company 





SENDS OUT QUESTIONNAIRE 





Illinois Department Head Feels Many 
Carriers’ Troubles Due to Lack 
of Caliber of Directors 





Insurance Director Palmer of IlIlinox 
has sent to directors of the projected Pe- 


oria Mutual Life a questionnaire inquir. 
ing as to their experience, net wort! 
knowledge of insurance law and their 


intended activities in connection with th. 
company. 

Mr. Palmer states in the questionnaire 
that the unhealthy condition of many 
life companies is due primarily to the 
caliber (or rather, to the lack of caliber 
of the board of directors and the officer; 
and to their failure to assume responsi- 
bilities which are required of those wh 
administer trust funds. 

Duties of Department 


Therefore, Mr. Palmer states, it is the 
duty of the department not only to re- 
quire compliance with the specific pro- 
visions of the statutes, under which the 
company is to be organized and oper- 
ated, but also and of equal importance 
to see to it that the management is com 
petent and well qualified and that thos 
who lend their names to the enterpris 
are under no misapprehension regarding 
the responsibilities which they assume 

Following is the interrogatory: 

1. State briefly the nature and lengt! 
of your experience in insurance. 

2. State briefly your business or pro- 
fessional experience and your present 
occupation or profession. 

3. What is your approximate present 
net worth? 

4. Are you a policyholder of the old 
Peoria Life Insurance Company and if 
so in what amount? 


Knowledge of Law 


5. Are you familiar with the statutes 
in regard to the organization of a mu- 
tual legal reserve life insurance com- 
pany? 

6. Have you subscribed or do you in- 
tend to subscribe and in what amount t 
the $200,000 statutory deposit which 
must be made with this department be- 
fore such a company may commence 
business? If you are not a subscriber 
or do not intend to be, state how the 
necessary funds are to be obtained. 

7. Since the management of a life 
insurance company of this character 
must be composed of experienced insur- 
ance underwriters and executives, list 
those who will be in charge of its ai- 
fairs; if the list is not now available 
indicate when it will be. 

8. Do you intend as a director of this 
company to take a personal and active 
interest in its affairs? 


New California Candidate 


LOS ANGELES, Dec. 28—At his 
office in Los Angeles, Governor Rolph 
stated that the appointment of Leroy 
Goodbody, city councilman of San Diego, 
as California commissioner has _ been 
urged by southern California leaders and 
public officials. Tt is understood that E 
Forrest Mitcheii will relinquish the post 
within a few weeks. 


C. L. Sykes General Agent 


C. L. Sykes, Mutual Benefit Life field 
service manager, has been appointed 
general agent at Jacksonville, Fla., as o! 
7 1, following the resignation of M 

Darby. A graduate of Hastings Col- 
ty Nebraska, Mr. Sykes entered life 


insurance in 1915 and soon ranked 
among the Mutual Benefit’s leading 
agents. In 1921 he was made general 


agent at Oklahoma City jointly with ] 
N. Dyer, and in 1924 was called to the 
home office as field service manager. 
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Federal TVA Is 
Not Yet Harmful 


Threat to Companies’ Public Util- 
ity Investments Is Causing 
Little Fear 


AUTHORITY IN COMMENT 


Officials Look for No Wanton Destruc- 
tion of Values Underlying 
Senior Securities 


NEW YORK, Dec. 28.—While the 
principle involved in the federal govern- 
ment’s Tennessee Valley Authority re- 
mains as a threat to public utilities, and 
consequently to holders of public utility 
ecurities, financial officers of life com- 
panies are not particularly disturbed by 
the future of their investments in this 
field. 

Wanton destruction by 
ment of values underlying senior obli- 
gations of utility companies is regarded 
as increasingly unlikely. It would be a 
slow process if attempted, and one that 
would have to be fought through the 
courts, with a good chance that it would 


fail. 


the govern- 


Life Companies Not Concerned 


Life companies do not fear that their 
investments will be adversely affected 
through tax increases or rate cuts. 
Where cities take over privately owned 
plants at a fair price there is no objec- 
tion, either. 

Aside from legal difficulties involved 
in cities building their own plants to 
duplicate privately owned facilities, there 
is the practical difficulty of installing 
new lines and conduits in populous cen- 
ters. 

“History shows that leaders with rad- 
ical tendencies usually become more 
conservative as they realize their respon- 
sibilities,” a leading financial executive 
pointed out. “I don’t believe the Roose- 
velt administration, when it steadies 
down, will attempt anything so econom- 
ically wasteful as the duplication of ex- 
isting utilities. Such a program would 
have to scrap the constitution and the 
wastefulness of it would certainly arouse 
public opposition. 

No Harm Done So Far 


“We have collected every cent of in- 
come due on our telephone, electric, gas 
and water securities. While a few of 
the underlying securities are quoted at 
low figures on the market, the general 
slump in utility securities does not in- 
clude the type of investments which life 
companies buy. : 

“If any program of competition with 
private utilities were attempted, the 
length of time it would take and the 
inevitable delays would prevent anything 
hasty from being done because of a 
seeming emergency. There is no danger 
that something unwise will be done on 
a large scale, about which everyone may 
he sorry later after it is too late to mend 
the damage.” 


Stumes & Loeb Christmas Party 


\ rollicking skit, with “takeoffs” on 
company officials was a feature of the an- 
nual Christmas party of Stumes & Loeb, 
Chicago general agents Penn Mutual. 
W. N. Hiller, supervisor; Col. R. E. 
Reynolds, F. R. Marks, agent, and 
Harry Walters, office manager; Arthur 
Johnson, agency cashier, and Dean 
Chadbourne and Philip Melangton, 
agents, took part in the production. C. 
B. Stumes gave a brief talk in behalf of 
himself and the other half of the part- 
nership, Arthur A. Loeb. 





At Helm 40 Years 











WILLIAM MONTGOMERY 


William Montgomery, president 
Acacia Mutual Life, is being honored on 
his 40th anniversary as the directing 
head of the company. On December 26, 
1893, he was elected secretary of the 
Masonic Mutual Relief Association, from 
which, largely through his effort and in- 
spiration, has been built a big old line 
life company. 

When Mr. Montgomery 
task he foresaw a future for the asso- 
ciation, despite that the fact that its 
assets then were but $14,438 and its 
insurance in force a scant $800,000. He 
prevailed upon the drectors to give him 
an opportunity to develop the organiza- 
tion in accordance with views and prin- 
ciples he had in mind. The assets of 


began his 





New Regulation Proposed 
for Life Insurance Loans 





A novel proposal for the regulation of ' 


payments by life companies of loan and 
surrender values was made at the joint 


meeting of the American Association of | 


University Teachers of Insurance and 
the American Statistical Association in 
Philadelphia this week by Dr. Robert 
Riegel of the University of Buffalo. The 
proposed regulation, which he calls the 
“automatic excess receipts restriction,” 
is to the effect that: 

“A life insurance company shall be 
permitted to pay loan and surrender 
values in cash in any one week not ex- 
ceeding the average weekly excess of re- 
ceipts over disbursements (other than 
investments) for the four preceding 
weeks.” 

Issue Came to a Head 

He gave an address on “Life Insur- 
ance and the Moratorium.” The bank 
moratorium period brought to the front 
the question whether life companies 
should continue to promise loan and sur- 
render values in cash upon demand. 
During the past four years the principal 
factor enabling them to meet such de- 
mands was the normal excess of re- 


Acacia have grown in the 40 years to 
more than $50,000,000 and the insurance 
in force to more than $347,000,000. The 
tiny two rooms occupied by the “society” 
of 1893 have been supplanted by the ten- 
story Acacia home office, located within 
the shadow of the United States capitol 
in Washington, D. C. In 1893 activities 
were centered entirely in the District of 
Columbia. Today its branches are lo- 
cated throughout the nation in all prin- 
cipal cities. 














waste of possible power!”’ 


perity of millions of people. 


of our people. 


better day. 
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1934 


A stranger to our country, viewing a river which 
clamorously roared by on its way 
“This is dramatic and thrilling, 
But we should likely reply that 
a great dam and power house were being built near the falls, 
and pipe lines had been led to gigantic turbines, which would 
supply power for the uses and the comforts and the pros- 
Perhaps that is our situation in 
respect to the turbulent, violent changes which are swirling 
us around, or are rushing us onward. 


Eventually, when the new, strange projects have been 
completed, these new forces, or, rather, old forces regulated 
by new measures, may be transformed into national economic 
and financial power that will be a permanent blessing to all 
Therefore let us not grow weary in our 
patience and our faith, but hopefully work on until the 
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to a cataract, might say, 
but what a tremendous 
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ceipts over disbursements, which ordi- 
narily would have gone into long-term 
investments other than policy loans. 

Dr. Riegel stated that the moratorium 
demonstrated two things: 

“The control of individual states over 
the insurance business resulted in slow 
action in some cases and diversified 
regulations. Delay ensued in passing re- 
strictions and the restrictions were not 
uniform. Fortunately the delay did little 
damage. In the second place, some pro- 
tection is necessary for life insurance 
companies against sudden demands for 
cash in emergencies.” 

Two Sets of Solutions Proposed 


Two sets of solutions have been pro- 
posed. One is that the present promise 
of loan and surrender values on demand 
should be retained and life company in- 
vestments made more liquid in order to 
meet demands when they arise. Another 
is that restrictions should be placed upon 
loan and surrender privileges in life in- 
surance policies, 

These proposed restrictions take one 
or another of the following forms: (1) 
That no policy loans or surrender values 
should be given in cash, but only in the 
form of credits or insurance; (2) that 
such values shall be paid in cash to the 
extent of only 50 percent of the policy- 
holder’s credits; (3) that the payment 
of loan and surrender values shall be 
spread out evenly over the period of a 
year; (4) that such values shall be avail- 
able only on the anniversary date of 
the policy; (5) that companies shall be 
permitted to defer payment of loan and 
surrender values for a limited period, 
say 60 or 90 days. 

Claims Made for the Plan 


For this proposed restriction of loan 
and surrender payments to the amount 
of excess receipts Dr. Riegel claimed: 

“(1) It permits the retention by the 
policyholder of all his privileges in nor- 
mal times. (2) In abnormal times it 
begins to operate without special legis- 
lative enactment. (3) Its restrictive 
pressure is applied gradually if the emer- 
gency develops gradually, rapidly if the 
emergency develops rapidly. (4) Its re- 


strictions are relaxed automatically in 
accordance with the relaxation of the 
emergency. (5) It does not require 


companies to alter their present invest- 
ment policies.” 

The restriction of policy loan and sur- 
render value payments is merely a 
means of conserving the assets of policy- 
holders in times of great emergency 
when unusual demands for cash might 
otherwise necessitate the sale of assets 
at a sacrifice, he declared, with conse- 
quent increased insurance cost to con- 
tinuing policyholders. In normal times, 
and in fact at all times except when pre- 
vented in 1933, companies have never 
had any difficulty in satisfying requests 
for cash values in the form of loans and 
surrenders. 


Widow Gets Kinney Insurance 


PEORIA, Dec. 28.—The state of IIli- 

nois has lost out in its efforts to obtain 
the $39,198.21 of life insurance on the 
late G. D. Kinney, former state direc- 
tor of finance, to apply on the alleged 
$174,000 shortage in his accounts. Kin- 
ney shot himself last August after the 
discrepancies in his accounts became 
known. 
_ After hearing the testimony concern- 
ing the counter claims of the state and 
the widow, C. U. Stone, master in 
chancery here, decided that the insur- 
ance should be paid to Mrs. Kinney and 
so recommended to the circuit court and 
the court issued an order to that effect. 
The insurance was in the Peoria Life, 
now in receivership. 
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Commission Basis for the Fire 
Agents Suggested for Life Man 





By VERNE GORDON 


It is difficult to know precisely how 
many life insurance agents are under 
contract countrywide, but a fair esti- 
mate is 250,000. 

If a total of 250,000 men, represent- 
ing the life-blood of the greatest finan- 
cial institution in the country, are en- 
during on an ayerage annual income of 
less than $1,000, then they are in need 
of some championing. Either they need 
more income or the companies need 
fewer men—and the public cannot be 
burdened with a greater expense ratio 
to furnish the former. Thus, it is a 
question of system. There must be 
some way to provide these men with at 
least a living income, without increasing 
expenses, perhaps with a public benefit 
of reduced expenses. 

There are some agents who are mak- 
ing $25,000 and more annually. But 
these are few. 

The facts would probably show only 
10 percent of the agents are actually 
making a comfortable living, leaving 
well over 200,000 struggling along on 





very little——or, as in the case of prob- 
ably half of them, nothing. Nearly half 
will fall by the wayside this year as in 
previous years, to be replaced with a 
new 100,000 who will start afresh, with 
odds heavily against them. 

This is not new, of course. Merely 
aggravated by present day conditions. 
It is evidence, however, that the usual 
demand for “lower acquisition costs” 
should, in deference to the agent, be re- 
versed to “greater income for the 
agent.” Not a greater percentage. The 
man in the field doesn’t care about per- 
centages—he wants so many dollars of 
cash per month to meet his current bills. 

What does the agent receive? Ignor- 
ing the higher flights of some regions 
and taking the basis of 50 percent and 
nine fives, and assuming a seven year 
average policy duration, this means the 
agent receives 15 percent of every pre- 
mium. That is a large sum to deduct 
for acquisition cost and still build to 
maturity values. 

Commissions, therefor, cannot be in- 





creased. There is the alternative of re- 
aligning the remuneration schedule, as 
suggested and possibly even now on 
trial, paying a graded scale on a cross 
between a new business and renewal 
base. That plan should have some 
merit and effect some decrease in lapse. 
It is eminently fair in recognizing the 
more effective agent. But, in the final 
analysis, it will make little change in the 
basic picture. There will still be an 
average of failures approaching the old 
and the total cost to the policyholder 
remains the same. 

Why is not a new system possible? 
One which will minimize failures, in- 
crease per capita income and reduce the 
acquisition cost ratio? 

Why not take a leaf from the book 
of fire and casualty insurance, taking 
care to erase some of its inherent faults? 


Permanent Renewals 


Fire and casualty insurance does not 
lapse unless by reason of actual finan- 
cial stringency. Fire agents, except 
where affected by excessive competition, 
are in a higher income bracket than 
$1,000. They build permanent renewals 
on a level with first year income, larger 
and more permanent as the years pass. 

If a life agent were to receive, say, 12 
percent the first year and 8 percent per 
year for every year thereafter that the 
business remained in force, it would ac- 





Advance Announcement 


Continental Assurance Company 


22 Years of Progress 


MORE LIFE INSURANCE in force. 


An increase every year for 22 years. 


MORE ASSETS than ever before. 


An increase every year for 22 years. 


MORE CASH than ever before in our history. 


More U. S. Government securities than 


ever before. 


Surplus per $1000 insurance is outstandingly 
high among America’s strongest life insurance 


companies. 


The 1934 Year Book, available in January, fol- 


lows our usual custom of listing all investments 


in detail. 


CONTINENTAL 


Assurance Company 


Affiliated with the Continental Casualty Company 


A Chicago Institution 
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tually be nearly one- -half the present ac. 
quisition total and yet it would actually 
give the agent a greater range of possi. 
bilities. He could not jump into huge 
income in his first year, but perhaps the 
need is to reduce somewhat the glamor. 
ous picture now held out before a new 
man. Under this plan, first year ip. 
come would be less attractive—but fifth 
year, tenth year and income for life 
thereafter would be much more at. 
tractive. 

And this would solve the lapse prob- 
lem! Not manv agents would lose many 
clients if there was a life interest of 8 
percent per annum in the case—or even 
if the life interest were reduced to 5 
percent. 

This plan would create a real insur- 
ance service and a real agent-client re- 
lationship. Agents would have equities 
they could sell; new men could buy a 
basis on which to build. The policy. 
holder would always have someone to 
whom to turn for advice and service— 
expecting and receiving real service be- 
cause it’s always being paid for. Twist- 
ing would be minimized. The profit 
would be taken out of the lapse for re- 
writing. 

Everyone gains. The agent prospers, 
The company builds more soundly. The 
policyholder pays less and gets more. 

There would have to be some re- 
striction and reallocation of agents’ ap- 
pointments. Instead of 250,000, it 
might be 125,000. There might be a 
certain number of agents per 1,000,000 
of population. Some measure that 
would leave a guarantee of sufficient 
business per agent to make a profit. 
One of the chief ills of the business to- 
day is the 200,000 men who are not 
making a living but are making it diff- 
cult for the other 50,000 to make their 
living and even preventing a certain 
number of their own kind from joining 
the 50,000. 


Book of Security Values 
to Be Forwarded Jan. 25 


NEW YORK, Dec. 28.—Superintend- 
ent Van Schaick has promulgated the 
basis of valuations for securities for 
companies under the jurisdiction of the 
New York department. The instruc- 
tions follow the convention book of 
security values, prepared in accordance 
with the commissioners’ resolution, 
which will be forwarded about Jan. 25. 

Mr. Van Schaick directs attention to 

the maintenance of reserves for fluctu- 
ations in quotations on bonds and stocks, 
pointing out that any such reserve 
should be confined to bond and stock 
values and be entered under liabilities 
with the description of that reserve lim- 
ited to “contingency reserve” except 
where the reserve is to cover the actual 
difference between the convention values 
and market quotations on all bonds and 
stocks owned, in which case it may be 
designated as “representing the differ- 
ence between value carried in assets and 
actual Dec. 31, 1933, market quotations 
on all bonds and stocks owned.” 
A similar provision may be made fort 
reserves “representing difference be- 
tween values carried in assets for non- 
amortizable bonds and for stocks and 
actual Dec. 31, 1933, market quotations 
on such bonds and stocks.” 





Columbus, O., Attorney Gets 
Verdict for Merger Deal 





H. L. Hopgood, an attorney at Co- 
lumbus, O., has been given a verdict by 
the federal court for $22,000 in his suit 
for $66,000 against the Abraham Lincoln 
Life of Springfield, Ill. He claimed that 
this was due him as commission for 
bringing about the merger of the Abra- 
ham Lincoln Life and the Springfield 
Life. The company in its defense de- 
clared that he had nothing to do with 
the merger, the claim being made that 
the deal was consummated by officers 





of the two companies without his help. 
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New Group Sales Slow But 
Persistency Is Much Better 





TWISTING RULES EFFECTIVE 





Premiums Hold Up—Decline in New 
Business Largely Due to Absence 
of Switching 





NEW YORK, Dec. 28.—While new 
production in the group life field has 
been slow this year, the first nine 
months being slightly less than half the 
volume for the corresponding period of 
1932, persistency of business already on 
the books has been excellent and pre- 
mium volume has kept up well in spite 
of unfavorable conditions in industry. 
One leading company had a premium 
volume of 95 percent of its 1932 volume 
for the same period. 

For the past few months new lives 
have been added faster than insured 
lives were going off the books, the 
change being largely attributable to bet- 
ter business conditions. Mortality has 
also been favorable among group pol- 
icyholders. 

Anti-twisting Rules Effective 


One reason for this high persistency 
record is to be found in the anti-twist- 
ing regulations of the group conference. 
There is little temptation for an agent 
or broker to try to switch a line, for 
he gets no commission except on new 
cases, and a case is not considered a 
new one until it has been without group 
protection for at least six months. 

Transfers of a line from one company 
to another have been due in practically 
every case to mergers of businesses 
where each party to the merger had 
group insurance in a different life com- 
pany. Such transfers are regarded as 
being for the good of the business, for 
there would obviously be a needless cler- 
ical expense if a merged concern at- 
tempted to keep its group life insurance 
in two or more life companies. By and 
large these losses of business are offset 
by gains due to the same cause, so no 
liie company stands to lose appreciably. 

Explains Decline 


The absence of switched or rewritten 
business also helps explain the relatively 
greater decline in the prodyction of new 
business as compared with ordinary and 
industrial, in which business that has 
been rewritten, 


percentage of the business that has been 
written in these categories since the be- 
ginning of the depression. 


Advances Are Made in 1933 


Continental Assurance of Chicago Has 
More Business in Force and As- 


sets; Conditions Better 








Increase of insurance in force and as- 
sets for the 22nd consecutive year was 
recorded by the Continental Assurance 
of Chicago in 1933. More than a few 
indications of returning prosperity are 
seen by President H. A. Behrens, Ex- 
ecutive Vice-president G. F. Claypool 
and other officers. Forty percent of the 
1933 new business was written by new 
agents. High liquidity is maintained. 

Cancellations were lower. There were 

fewer rejections. The lapse record was 
improved a full third, which gave the 
company $7,000,000 to $8,000,000 of 
business it otherwise would not have 
had. New business production was 
greater. 
_A less tangible but none the less posi- 
tive development of the year was great 
improvement in agents’ attitude. Over- 
head expenses continue low and mortal- 
ity was less than in 1932. 

The Continental already is adhering 
to the provisions of the Illinois insur- 
ance investment act which goes in full 
force in July, 1935, and is considered the 
strictest in the country. 








either legitimately or | 
through twisting, accounts for a large | 








Year Ends With Reports 


of Many Sales Increases 





The E. A. Hasek agency of the Na- 
tional Life of Vermont in Kansas City, 
Mo., has paid for more business every 
month this year than it did in the cor- 
responding months of 1932. Annuity 
volume has increased more than 200 per- 
cents in the first 11 months. Demand 
for policy loans is at the lowest level, 
both in number and amount, since the 
fall of 1929, according to Mr. Hasek. 

* * * 

The Atlantic Life reports that a 
“Dawn-to-Dusk” drive for new  busi- 
ness went over strong. Milton Rosen- 
zweig, Jersey City, N. J., led with 18 
applications; Clayton Demarest, Jr., 
Baltimore, general agent, was second 
with 16, and D. E. Henderson, Hunts- 
ville, Ala., general agent, and W. S. 
Vogel, Newark general agent, 11 each. 
Applications received by the company 
during the month up to Dec. 22 were 
93 percent ahead of last year. 

* * * 


The National Reserve Life for the 
first 11 months of 1933 increased its 
new paid business 62.5 percent, new 
first premiums, 26 percent, and new 
applications, 154 percent. 

E. M. Moore, who has just completed 
his first year as superintendent of 
agencies has emphasized the idea that 
the best way to secure new business is 
by concentration on applications and 
not on volume. Mr. Moore has also 
enlarged his agency force materially 
during the year. 

* * 

During October Apple & Bond, Bal- 
timore general agents of the Travelers, 
paid for the highest amount of business 
for any 1933 month, exceeding the pre- 
vious record by 7 percent. The Novem- 
ber increase was 6 percent over Oc- 
tober. 

*x* * * 

A marked increase during the past 
quarter has been reported by J. A. 
Macfadyen, Seattle, Wash., manager for 
Sun Life of Canada. The Seattle branch 
produced during the past three months 
45 percent of its total for the year, al- 
most 38 percent of the entire year’s 
business having been secured during 
the final month. 

*x* * * 


As a result of the “Loyal Legion 
Week” drive of the Equitable Life of 
New York, the Kellogg Van Winkle 
southern California agency at Los An- 
geles produced 369% applications, 
amounting to $1,168,336 of business. The 
field staff of this agency has approxi- 
mately 300 members, 96 percent of 
whom submitted one or more applica- 
tions during the campaign, the objec- 
tive of which was a 100 percent record 
if possible. Eleven units of the agency 
did attain this 100 percent mark. 


No Money, No Investigation 


PHILADELPHIA, Dec. 28.—Despite 
the fact that A. J. White Hutton, chair- 
man of the joint legislative committee to 
investigate the Pennsylvania insurance 
department, has called a meeting of his 
committee for the first week in January 
to work out details of a program tenta- 
tively outlined for the investigation, po- 
litical observers do not believe that the 
investigation will ever come off. At the 
stormy close of the special session of 
the Pennsylvania legislature last week 
the committee was criticised for its fail- 
ure to do any investigating and no ap- 
propriation was made for its work. The 
legislature which first appointed the 
committee also failed to make it any ap- 
propriation. As a result, while the com- 
mittee may want to investigate, it has 
no money with which to pay witnesses 
and other expenses it might incur. 


The Pan-American Life has declared a 
stockholders’ dividend of 12 percent, to- 
taling $120,000. 
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88-Year Record 
of Protection to 
Policyholders 


Throughout all the years—during every panic, 
every war and every epidemic down to the present hour 
—the New York Life Insurance Company has met 
every obligation to its policyholders and beneficiaries; 
it is amply prepared to continue to do so throughout 
the life of every one of its insurance and annuity 
contracts. 


Since it started business in 1845, this Company 
has paid to policyholders and beneficiaries over 
$3,848,000,000. Over one billion dollars of this 
amount was in dividends. 


The stability of this strong mutual company has 
been particularly demonstrated during the past four 
years of business depression. In every one of these 
years, income has exceeded disbursements. 


During the first 9 months of 1933, the Company— 
Paid to policyholders and bene- 


ficiaries, over .......... $188,000,000.00 
Made new investments of over 46,000,000.00 
Increased its ledger assets—being 

excess of income over dis- 

bursements, over ........ 4.3,000,000.00 


NEW YORK LIFE 
INSURANCE 
COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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New Ruling Is Made on 
Policies of a Bankrupt 


W. F. Torrance, referee in bankruptcy 
at Hartford, Conn., has given a ruling 
under the new federal bankruptcy law 
to the effect that a life policy contain- 
ing express permission for the insured 
to change his beneficiary may hereafter 
be omitted from assets of a bankrupt. 
Prior to July 1 of this year, it was the 
custom to exempt from assets of a bank- 
rupt, policies in which a wife was named 
beneficiary even though others contained 
the right to change the beneficiary. The 
practice has been-to cash in policies and 
apply the proceeds to the estate. The 
new ruling provides that only part of 
the cash surrender value may be used 
for creditors in payment for claims 
proven to have incurred prior to July 1 
last. 


Depression Rapidly Disappearing 

The Nebraska meeting of New York 
Life agents held in Omaha at which 
Manager F. B. Summers presided, was 
attended by 202. Mr. Summers stated 
that both October and November busi- 
ness greatly exceeded that of the same 
months last year. A. J. Norton and wife 
of Chadron, Neb., were crowned king 
and queen for the meeting. Mr. Nor- 
ton wrote the largest amount of busi- 
ness from Oct. 1 to Dec. 15 of any of 
the Nebraska agents. M. J. Coleman of 
Omaha, was second in this contest. 
Speakers were Agency Organizer W. C. 
Weissinger of Omaha, M. B. Boyd of 
Grand Island, L. W. Forbes, Omaha 
cashier, K. L. Price of South Dakota and 
O. R. Carter, agency supervisor at Chi- 
cago. 





The Piba Life of Glen Ridge, N. J., 
incorporated about a year ago, which 
was to have been conducted as a mu- 
tual, has forfeited its charter through 
its not being able to comply with the 
insurance law of the state. 








Cancer Not Hereditary, 
Hunter Finds in Studies 








There is no evidence that cancer is 
hereditary in mankind according to an 
investigation just completed by Arthur 
Hunter, chief actuary and vice-president 
of the New York Life, who has been 
studying the effect of heredity upon can- 
cer for the past 17 years. 

The first of Mr. Hunter’s most recent 
investigations was made with a group 
of New York Life policyholders both 
of whose parents had died of cancer. 
There was no evidence among the 
grandparents and the brothers and sis- 
ters of the parents that there was any 
greater proportion of cancer death than 
the average among normal lives. An- 
other group consisted of policyholders 
with a record of a parent having died 
of cancer, and the death rate from can- 
cer among the sons and daughters of 
those parents was not higher than nor- 
mal. 

Second Investigation Made 

The second investigation concerned 
persons who had taken insurance in 
1914 and 1917 and had died from cancer 
since that time. The family histories of 
the parents, brothers and sisters were 
given at the time of application for in- 
surance. In this group there were 587 
persons who had died from cancer. The 
number of parents, brothers and sisters 
was 2,756. Another group of 587 per- 
sons who had not died from cancer was 
taken at random from the New York 
Life records, and the histories of their 
parents, brothers and sisters were in- 
vestigated as a “control” group. The 
results showed that there were no more 
deaths from cancer among blood rela- 
tives of policyholders who had died from 
cancer than among the relatives of those 
policyholders who had died from other 
diseases. 

Mr. Hunter declared that “the prin- 
cipal weakness in studies of individual 





families upon which many writers base 
their opinions is that the families so 
studied are usually ones which have 
shown a marked tendency towards can- 
cer, and thus come to the attention of 
the student. There are unquestionably 
families which show a strong predis- 
position to the disease, but these are 
rare in proportion to the total popula- 
tion.” 


Confer on State Life Plans 


Negotiations on for Reorganization, 
While Palmer Marks Time on 


Suit for Receiver 








Negotiations to reorganize the State 
Life of Illinois were in process in Chi- 
cago this week. Several plans are being 
considered. Officials conferred Tuesday 
with an out-of-town man. Either in- 
crease of capital or mutualization is 
being sought. 

The State Life is being handicapped 
in operations by the fact that the con- 
servator has not yet turned over pre- 
mium and other receipts as required un- 
der a superior court order. This in- 
come was received in the period Oct. 2 
to about three weeks ago, officers state. 
The conservator recently was dismissed 
by the superior court. 

Another matter of controversy is $600 
examination fees claimed due by the in- 
surance department. The company paid 
half the bill but withheld the remainder 
on the claim that the sum asked was 
exorbitant. Officers state the depart- 
ment has withheld interest coupons on 
mortgage securities on deposit in 
Springfield, working a hardship. 

Suit for receiver filed in behalf of In- 
surance Director Palmer has been taken 
off call in superior court in Chicago. 

It is believed that outcome of a hear- 
ing before the Illinois supreme court in 
the Peoria Life case, involving functions 
of the insurance director and court re- 
lating to appointment of receivers for 


Double Indemnity Denied 
Where Wife Killed Husband 


The Morgan county circuit court of 
Hackensack, N. J., has denied double in. 
demnity to Mrs. Agnes Grola of Carl- 
stadt, N. J., who sued under a policy 
issued to her husband, whom she killed 
July 14, 1930, claiming double indemnity 
from the Prudential. Her story was that 
she had not intended to kill her hus- 
band. She was acquitted of murder and 
other charges by the jury and the Pru- 
dential paid the face of the policy. The 
court upheld the contention that a man 
practically commits suicide if he attacks 
his wife while she holds a loaded re- 
volver and is given warning that she 
will shoot. 





No Successor for Biscay 


No direct successor will be appointed 
to C. M. Biscay, advertising manager 
of the Western & Southern Life, who 
died recently. His work will be divided 
among other men in the office who have 
been directly associated with the educa- 
tional and advertising work. Mr. Bis- 
cay conducted widespread publicity work 
and recently had been prominent in the 
NRA, of which President Williams is 
the head for the Cincinnati district. 

Funeral services for Mr. Biscay were 
held Friday morning in the chapel of 
Xavier University. The pallbearers were 
C. F. Williams, R. A. Ryan, C. P. John- 
son, J. F. Ruehlmann, Judge Wm. H. 
Lueders and C. C. Stayman, all officers 
of the company. 


American Central Retains Scale 


Prior to 1909 the American Central 
Life issued participating policies. The 
company has announced that those poli- 
cies still in force will retain the same 
dividend scale during 1934 as heretofore. 





insurance companies will have an im- 








portant effect on the State Life case. 
Meanwhile both sides are marking time. 








store prosperity. 





MASSACHUSETTS INDEMNITY | 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Rated “A” By Best’s 


National Recovery is on its way! New Jobs 
with renewed INCOMES are helping to re- 


Never before has such nation-wide publicity 
been focused on the vital necessity of INCOME 
and the alert Insurance Underwriter has been 
quick to see the opportunity presented in 
guaranteeing these new INCOMES through 
Disability Protection. 


We feel that the reason our sales are up over 
200% is because Insurance Men are insisting 
that the Disability Coverage they sell Be Non- 
Cancellable; that they are demanding the 


policies be Incontestable; 


are careful to see that their clients are covered | 


by an ‘‘A”’ Company. 


and also that they | 
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Important Observations 
on Rates for Annuities 





E. F. Estes, associate actuary of the 
Bankers Life of Lincoln, Neb., spoke 
before the Nebraska Insurance Institute | 
at Omaha on the subject of annuities. | 
It was an outstanding paper and has | 
attracted much attention. He said some | 
companies are rushing headlong into 
unknown fields and experimenting in 
their annuity practice. Some, he said, 
are offering annuities, making a spe- 
cialty of the deferred type but they are 
not sure as to the results that are likely 
to accrue. They have been forced into 
the annuity business by field pressure. 
A few companies have consistently re- 
fused to enter this field and some that 
have been forced into it are operating 
their annuity departments in a _ half 
hearted manner. There are other com- 
panies that have been writing annuities 
for many years. 


Explains the Various 
Annuity Tables 


Mr. Estes said that unless there is 
a sufficiently large number of risks to 
permit the law of average to work it 
becomes a gamble. Unlike the selection 
of life insurance, the selection of an- 
nuity risks is largely beyond the con- 
trol of the companies. Mr. Estes said 
that the most common annuity tables 
used in this country are the McClin- 
tock, the American Annuitant, the Com- 
bined Annuitant, and more recently the 
United States Annuities, 

The McClintock tables were the first 
used, being based on an experience up 
to 1892 on some 10,000 lives. The 
American Annuitant resulted from an 
investigation of Arthur Hunter of the 
New York Life on annuity business of 
American companies up to 1916. It re- 
veals the experience on 14,000 lives. 
The Combined Annuity table was con- 
structed by Messrs. Craig and Hender- 
son for use in computation of deferred 


annuities issued in connection with 
group insurance. It is based at younger 
ages of Cammack’s clerical mortality 


table obtained from the experience of 
those in clerical pursuits carrying group 
insurance. At the older ages it approxi- 
mates the American Annuitant. 

The most recent table is the United 
States Annuities based on the experi- 
ence of 25 American and six Canadian 
companies, involving some 36,000 lives 
originally, and finally based on issues 
since 1918 only. Mr. Estes said it in- 
dicated that no great change had oc- 
curred in female annuitant mortality 
since the publication of the American 
Annuitant table, but for male lives 
there was a definite improvement. 


Single Premium Contracts 
Written by Large Companies 


Speaking of single premium annuities, 
he said this line is largely in the hands 
of larger companies. Mr. Estes said 
that because, however, retirement in- 
come policies ultimately become annui- 
ties and because of the fact that life 
policies of all companies contain settle- 
ment options involving life annuities of 
one form or another, he investigated 
the possibilities of gain and loss from 
single premium life annuities. He as- 
sumed an average interest assumption 
of 5 percent. The premiums are also 
calculated assuming 4 percent interest 
in order to determine in some degree 
the extent to which the rate of interest 
might affect results. Another set of 





calculations was made in which was 
added an allowance for contingencies 
and profit of $1 a year for each unit 
of $100 annual income as shown at the 
bottom of this page. 

Mr. Estes said that these figures in- 
dicate that for male lives the old rates 
were probably none too adequate, al- 
though the recent increase appears to 
be sufficient for the present. For fe- 
male lives there appears to be consider- 
ably greater margin, both on the old 
and new basis. 


Deferred Annuities Are 
Written on One of Two Plans 


Mr. Estes said that deferred annui- 
ties are generally written on one of 
two plans: (1) By means of the equiv- 
alent of a savings account during the 
premium paying period, or (2) by 
means of a modified endowment of an 
original face value in units of $1,v00 
and with a corresponding maturity 
value presumably sufficient to produce 
$10 per month income, For illustrative 
purposes in compiling his table he se- 
lected a period certain of 120 months 
with a lifetime income to the annuitant 
thereafter, and without privilege of sur- 
render. Allowing annual expenses of 
$1.10 for each annuity unit of $10 per 
month it results in the following cash 


values required at age 65: Male, 
$1,247,14; female, $1,309.43. 
Corresponding net single premiums 


for $10 per month produced by various 
annuity tables (including also the Amer- 
ican Experience) are as follows: 


Table Male Female 
Amer. Annuit. 8% %-. - $1,348.49 PTT eH 
Amer. Annuit, 4%..... 1,302.84 1,402.04 
Amer. Annuit. 3%% 

(age x-1; mo ed 

per U. S. Annuit.... 1,376.42 ....... 
McClintock’s 3%%.... 1,298.26 1,406.89 
Combined Annuit. 4% 1,301.74 1,413.81 
Amer. Experience 3%% 1,262.98 1,262.98 


Some Conclusions Drawn 
From the Figures Compiled 


Mr. Estes said that on the basis of 
these figures there would appear to be 
a margin for male lives under any of 
the above mortality assumptious, while 
all but the American Experience table 
satisfies requirements for temale lives. 
The position of companies using settie- 
ment option annuities based on the 
American Experience table does not ap- 
pear to be quite as hopeless as was 
anticipated, he said, although there is 
not a sufficient margin. 


Method of Determining 
Margin for Operation 


Having determined what might be re- 
ferred to as the minimum amount re- 
quired to fulfill the annuity payinents 
provided, the next step is to determine 
the margin available from the premium 
paying period for profit, coutingencies, 
and possibly to make up annuity losses. 

In all cases computations are for a 
retirement income at 65, issued at age 


35. He has assumed an annual issue 
of 100 units over an indefinite period 
of time but for at least 30 years. It is 


possible, he said, then to determine 
both the accumulated amount of sur- 
plus tied up in the business or produced 
by it at the end of the 30 year period 
and annually thereafter, with the cor- 
responding average annual profit or loss 
per unit. The asset share accumula- 
tions and their application to a continu- 





Interest Assumption 5 Percent 


Percentage Expense 
Computed Premium—ne 


c—T Percent— -—5 Percent——, 


Computed Seen ee a AEE for $1 per year 


profit additional) 
Company—old 
Company—new 


Interest Assumption 4 Percent 


Computed—net 
Computed pS #4 profit). 
Company—old 

Company—new 





Male Female Male Female 

---$ 935.82 $1,012.31 $ 916.13 $ 991.01 
soe. SRR 1, rt 38 925.17 1,000.80 
> 926.77 1,040.77 925,77 1,040.77 
-» 990.00 ae 120. 50 990.00 1,120.50 
‘ --$1, 007.20 $1,095.37 $ 986.01 $1,072.32 
- 1,017.22 1,106.27 995.75 1,082.32 
06e 5. 1,040.77 925.77 1,040.77 
++ 990.00 1,120.50 990.00 1,120.50 








New Policies... 
New Methods 








of Purchase 





to meet present 
insurance needs 


LirE insurance markets shift with economic conditions. 
Insurance contracts, to be successful in these times, 
must be “tailored to measure” to meet the needs of the 
man with a reduced income. 


Union Central’s “Progressive Budget Policy” and 
“Increasing Income Policy” offer practical solutions to 
the immediate needs of the average prospect. The new 
“Premium Extension Agreement,” which enables him 
to take care of his annual premium on a monthly basis, 
answers the question: “How can I buy additional pro- 
tection conveniently out of my current reduced income? 
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Protection 


for a 


Lifetime 


The scope of B. M. A. Life-Accident & Health 
protection is responsible for its ever increasing 


popularity and growth. 


B. M. A. salesmen are equipped to offer Life 
insurance protection to the child from date of 
birth, and all other popular forms for all ages 
including RETIREMENT INCOME policies for 


old age economic protection. 


This complete 


service includes: 


Child’s policies 
Educational policies 
Family Income 
Endowment 

Single Premium 

Paid up Life 

Whole Life at 80 

Life Expectancy 

Term 

Life Income and Annuities 


Group 


Under the Accident and Health service, the 
earning power is protected during the produc- 
tive years—from 18 to 70. 


This complete protection is advantageous from 
the standpoint of the policyholder as well as 
the salesman. The prompt payment of disabil- 


ity claims creates a new demand for Life insur- 


ance, 


B. M. A. protects its policyholders 


All Ways 


Business Men’s 


Assurance Company 


Kansas City, Mo. 
W. T. Grant, President 


n" 
> 


ii 
7? 


4 
> 


























ous annual issue of 100 units of busi- 
ness he summarized as follows: 


Policy on an Interest Accumulation Basis 
Average 
Surplus Equiv. 
per Unit Accu. Annual 
in force Profit Profit 


Termination atend perUnit ona 
Basis of 30 yrs. Issued 5% Basis 
1—High ...... —$21.43 8.47 12 
2—Very low.. 16.13 86.19 1.24 
3—Medium low -94 43.87 62 


Policy on a Modified Endowment Basis 
io net 


evel .... 84.54 76.11 1.09 
3% Medium low 


net level. 91.89 123.70 1.77 
2—Medium low 

Ill. Stand 76.11 112.12 1.61 
4—Very high 

Ill. Stand -46 


" ‘ 31.08 31.9 
Detailed explanation of the various 


bases of termination appears with the 
asset share accumulations. 

The figures under “Average surplus per 
unit in force at end of 30 years” are ex- 
plained as follows: On the basis of 100 
units issued each year, at ‘the end of 30 
years the surplus account will show a 
total accumulated gain or loss per unit 
of the aggregate business then in force 
(from all year’s issues) as indicated. The 
heading entitled “Accumulated Profit per 
Unit Issued” is self explanatory. The 
equivalent annual profit on a 5 percent 
basis is obtained by dividing the accu- 
mulated pre F nal unit issued by the 
factor $30 at 5%. These figures, as al- 
ready stated, are on a more or less 
hypothetical basis; increased or de- 
creased issues would affect the results. 
They do, however, offer a basis of com- 

arison as to the extent of profit or loss 
nherent in the various contracts and 
persistency assumptions. 


No Great Profit Is Coming 
From the Investment End 


Mr. Estes said that it is a perfectly 
logical result that a policy which per- 
mits profit from two sources, mortality 
and interest, should be more profitable 
than one which makes profit from in- 
terest the only real source of gain; that 
where the item of mortality profit is 
eliminated the whole load of placing 
and maintaining the business is thrown 
on the investment end, Under present 
conditions, he remarked, the investment 
element is the one on which life men 
look askance. 

Mr. Estes thinks that the matter of 
contingency reserve has not received 
proper consideration. He says in this 
respect: 

“In life insurance we base our pre- 
miuins and other values upon a mortal- 
ity table that allows a margin of ap- 
proximately 100 percent for mortality 
fluctuations and we try to allow an 
interest margin of at least 142 perceitt. 
In the life annuity business there has 
been no inclination to make allowances 
whatsoever ior excessive longevity. 
There has been and still is an inclination 
to trim the interest margin, in face of 
the fact that a proper accounting of ex- 


_pense items would indicate the annuity 


business chargeable with considerable 
expense. 


None too Large Margin 
Has Been Allowed 


“The calculations already made when 
considering single premium annuities in- 
dicate that commercial rates, as recently 
increased are, for the time being, suf- 
ficient to pay claims, but there appears 
to be a none too large margin for any- 
thing else. Maturity cash values pro- 
vided by deferred annuities provide even 
less margin. 

“Deferred annuities written on an an- 
nual premium basis should properly call 
for the accumulation of an extra re- 
serve during the premium paying per- 
iod, particularly if maturity values are 
of an amount much below that called 
for by the recent annuity tables. The 
specific reason for actually accumulat- 
ing this contingency reserve lies in the 
tendency among life men, while recog- 
nizing the possible inadequacy of a ma- 
turity value, to wave aside any thought 
of future company financial embarrass- 
ment with the statement that ‘excess in- 
terest earnings’ or ‘mortality profits’ 
will make up any deficiency—and then 
no plan is adopted to safeguard against 
paying out those profits in policy or 
stockholders’ dividends! Unless a defi- 
nite policy is followed whereby some 


of these profits will actually be held ! 





People Who Are Buying | 


Life Insurance Just Now 











A prospecting indicator which points 
toward the classes of prospects who buy 
larger than average size policies is fyr. 
nished Lincoln National Life field men, 
This month’s list as compiled by the 
home office shows insurance men lead- 
ing all others in the purchase of poli- 
cies of $10,000 and over. Second in 
this list are physicians and surgeons and 
third, wholesale dealers. 

The classifications usually found 
either in first or second place, bankers, 
brokers and bank managers, this month 
hold fourth place. Fifth place goes to 
lawyers and judges and sixth place to 
salesmen. 

Other occupations high in the list in- 
cluded chemists, foremen of glass fac- 
tories, undertakers, bakery owners and 
managers, dentists, building contractors 
and automobile accessory dealers. 








for possible future annuity require- 
ments, then to that extent the business 
is not sound. 


Little Hope of Great 
Monetary Profit Seen 


“From the investigation made a rea- 
sonable conclusion seems to be that the 
annuity business, as now conducted, 
will probably hold its own, if the life 
insurance policyholders will pay a part 
of the operating expenses. It does not 
seem likely that the present epidemic 
of annuities will cause our companies 
the ultimate worry caused by the wide- 
spread introduction of the disability 
benefit. On the other hand, so long as 
rates are based upon actual experience, 
with no margin for unfavorable fluctua- 
tion, and at assumed interest rates 
higher than appear to be warrantable 
for life insurance policies, there seems 
to be little hope of great monetary 
profit.” 


Receivership Bill Dismissed 

Receivership action against the Na- 
tional Bankers, an assessment life asso- 
ciation of Lincoln, Ill, which was 
brought by the Illinois attorney-general 
in Logan county circuit court, is being 
dismissed. The attorney-general said a 
grave mistake was made. The insurance 
department made an examination last 
August and found liabilities exceeded as- 
sets by some $8,000. Then there was 
a supplemental examination about a 
month ago, showing that although 
President A. L. Richardson had con- 
tributed cash and securities to make up 
the deficiency, a deficit still existed. 
However, apparently this second exam- 
ination had not taken cognizance of all 
of Mr. Richardson’s contributions. 
Therefore the state officials hastened to 
rectify their mistake. 


Licensed in South Carolina 


The General American Life of St. 
Louis has been licensed in South Caro- 
lina and is now entered in 16 states and 
the District of Columbia. 

Marion Rich, Columbia, is general 
agent for South Carolina. 

The General American is planning to 
write about $50,000,000 of new business 
this year. Until now it has been chiefly 
engaged in conserving old Missouri 
State business. 


The most successful Aceident and 
Health producers have collaborated to 
edit the X-Sellerator. Send $2.50 to The 
National Underwriter for your copy. 
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Psychological Tests Helpful 


in Recruiting 


of New Agents 





NEW YORK, Dec. 28.—Hoy psycho- 

logical tests can help the general agent 
or manager in his efforts to confine his 
selection of recruits to those who will 
respond to training and make good 
agents was outlined by Dr. P. S. 
Achilles, managing director of the Psy- 
chological Corporation, at the fall meet- 
ing of the Personnel Research Federa- 
tion. 
Dr. Achilles based his statements on 
the results of a survey made by himself 
and Dr. R. S. Schultz, research asso- 
ciate of the corporation, covering more 
than 500 new agents recruited since Jan. 
1 by one of the leading industrial com- 
panies. 

From a dollars-and-cents standpoint, 
the most striking value of the examina- 
tions showed wp in the close correlation 
between mental alertness or “intelli- 
gence” as shown by the tests, and the 
capacity to get through the week’s train- 
ing period. The mental alertness of the 
recruits who failed to get through this 
period through incompetence or lack of 
persistence was markedly lower than 
that of the group as a whole. 


Eliminates Quitters 


Thus, by putting applicants for agents’ 

positions through such tests, it should 
be possible to eliminate in advance prac- 
tically all those who, despite the best 
efforts of ordinary selection processes, 
are certain to drop out or be dropped 
during the training period. In the sur- 
vey to date, about 25 recruits are in this 
group which was marked by relatively 
low intelligence scores and incapacity to 
get through the preliminary training. 
‘ Assuming a conservative cost of $30 
for each man recruited who fails to get 
through this period, the company would 
have saved some $750 on the group if 
it had been known that such a high cor- 
relation exists between mental alertness 
and ability to get through the prelim- 
inary course. The entire series of tests 
as now given takes a little more than 
one hour. 


No Foregone Conclusions 


It was by no means a foregone con- 
‘lusion that the recruits who “did not 
open” would be decidedly inferior in 
intelligence scores, or even inferior at 
all, to the general group, as it might well 
have been that this group would include 
men who were brilliant but lacking in 
the necessary aggressiveness, persistence 
and mental stability to make good life 
insurance agents. 

In the “ascendance-submission” tests 
to determine aggressiveness and in the 
“extroversion-introversion” tests to 
measure emotional stability, the “did not 
open” group was found to be less ag- 
gressive than the group as a whole and 
consistently lower in extroversion, which 
is taken as the index of emotional sta- 
bility. Questions on vocational interests 
also showed that this group showed a 
wide variance from the usual pattern 
for successful salesmen. 


Assistant M 


A group of assistant agency managers 
was given the same tests for comparison 
with the recruits. They were selected 
as being representative of the successful 
agent, as evidenced by their promotion 
from the ranks. 

In general these assistant managers 
were relatively higher on intelligence 
scores but somewhat lower on ascend- 
ance or aggressiveness. The differences 
on extroversion or introversion were not 
so clear. Of the new men, however, the 
50 highest in production for the first 
three months as contrasted with the 
lowest 50, showed little difference in 
average intelligence scores but the high 
production men were considerably above 
the low production men in aggressive- 


rs Tested 





ness and somewhat above them in extro- 
version. 

“This suggests,” said Dr. Achilles, 
“that high ascendance and extroversion 
may be characteristics of the quick 
starters which are less significant in 
men good for the long run (i. e., the 
group of assistant managers) or that 
these characteristics are habit patterns 
which are modified by experience and 
become less pronounced, as shown by 
the patterns for the assistant managers. 
Only the future history and possible re- 
testing of these men a year or two from 
now will tell.” 

Some interesting possible aids to se- 
lection were indicated in the results 
from the Strong vocational interest 
analysis tests. The applicant is asked to 
check his liking, dislike, or indifference 
to some 400 activities and types of per- 
sons. These cover a wide field and it is 
practically impossible for the person be- 
ing tested to “beat the game,” as his 
efforts to distort the picture in his own 
favor will be offset by other answers 





of whose import he is unaware, and 
which will give the examiner an accurate 
analysis anyway. 

The purpose of this analysis is to 
check a man’s pattern of attitudes toward 
types of activities and persons against 
the patterns of successful men in various 
lines, on the basis that his chances of 
success in a given field will be greater 
as he conforms more closely to the 
typical pattern for the successful man in 
that line of work. 


Upholds Rate Increase 


SALT LAKE CITY, Dec. 28.—The 
right of the Woodmen of the World to 
refuse payment of insurance on policies 
where increased premiums were not 
paid, was upheld in a case in district 
court here. Judge McDonough held 
that the deceased policyholder had 
knowledge of the new by-laws fixing 
higher premium rates and was bound by 
them. 


“Insurance Magazine” in Two Sections 


The “Insurance Magazine” of Kansas 
City, formerly a combined life and gen- 
eral insurance publication, is now issu- 
ing two sections, each devoted to a 
single field. 





Usable Answer to Reply 
to “I’m Not Interested” 








A usable answer to “I’m not inter- 
ested” has been developed by J. L. 
Lawrence, assistant state general agent 
and cashier for the Lincoln National 
Life in Texas. 

The approach is as follows: When 
the prospect says, “I am _ not interested 
in any insurance today,” say to him, 
“Of course, you are not interested in 
insurance, Mr. Prospect. I’m not in- 
terested myself. Insurance is too unin- 
teresting a topic for any one. 

“But you are interested in little Jim 
and Ellen just as I am interested in my 
Jane and Bill. You and I are both 
vitally interested in things that happen 
to them, whether it is a little cold one 
of them might catch, or a broken leg, 
as some little remark they make. We 
would both be very much hurt if some- 
thing should happen to them that we 
could have avoided. We would never 
get though blaming ourselves for our 
carelessness.” 

“Talk to your prospect,” Mr. Law- 
rence says, “not about insurance, but 
about things in which he is interested. 
Life insurance is only the means to an 





end.” 
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Saint Paul, Minnesota 


ORGANIZED SELLING METHODS 


Effective, tested methods of telling a convincing story have now 
been developed for Minnesota Mutual Field Men to fit several 


"life situations "— 


With us you have a way to find and proceed effectively with 
Young Men 
Employed Women 


Men who have to rebuild their whole program 


A Minnesota Mutual representative knows how to keep supplied 
with such prospects to see—and he knows what to do when he 
goes to see them. 


THE MINNESOTA MUTUAL LIFE INSURANCE 
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BANKERS LiFe 
COMPANY 


180 MILLIONS 
paid to 
BENEFICIARIES 


Since organization, in 1879, this Company 
has paid a total of $180,555,012.46 to the 
beneficiaries of Bankers Life policies. 


Payments to beneficiaries in 1932, alone, 
aggregated $10,324,123.57. 


ec QS me 


BANKERS LIFE COMPANY 


Gerard S. Nollen, President 
Established 1879 DES MOINES, IOWA 




















SPEEDING RECOVERY 


National recovery is the sum total of individual 
recovery. Fidelity is speeding individual recovery 
through its Bridge Builder plan of i insurance, which 
guarantees the continuation of a man’s salary to 
his wife or other beneficiary for two years after 
his passing. 


This Is the First Step 


This first step in the re-creation of his indi- 
vidual financial program is his first step in con- 
tribution to National Recovery. The Bridge 
Builder is one of a number of modern aes 
tools with which Fidelity agents are speeding this 
recovery for themselves and those whom they 
insure. 


Write for information on Fidelity contracts 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 
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Comeback Staged By Older 
Men, General Agents Report 





NEW YORK, Dec. 28.—The older 
agents, whose record as a group has 
been consistently below that of the 
newer men during the depression years, 
are beginning to stage a come-back, ac- 
cording to recent indications. 

4 Fraser, New York, general 
agent Connecticut Mutual Life has 
found a distinct increase in the willing- 
ness of older agents to go after cases 
that they would have thought too small 
to bother about before. At the same 
time he has noticed an increase in en- 
thusiasm and a greatly improved mor- 
ale. One agent made three calls on 
three successive days to write a $1,000 
policy and was as much encouraged as 
if he had written a policy for many 
times that amount in the old days. He 
has also maintain consecutive weekly 
production for eight weeks. 


He’s Getting Somewhere 


Mr. Fraser has found the old agent’s 
trouble is largely due to the fact that 
he doesn’t know where he is headed. 
Once he throws himself actively into 
producing whatever size policies he can, 
even though they are small ones, the 
agent feels he is getting somewhere and 
consequently feels a great deal more like 
putting in his best efforts. Mr. Fraser 
does an unusual amount of selling with 
agents and keeps in close touch with 
what the man on the firing line is ac- 
tually doing and thinking. 

Two factors have been of the greatest 
influence in helping general agents 
bring their old men back into active pro- 
duction: first, the gradual exploding of 
any possible alibis as to why the newer 
men were making a better showing. 
The second, the fact that income from 
renewals was being sharply cut by 
lapses, as well as by deaths and the ex- 
piration of the renewal period. And of 
course the lessened new business of the 
last few years has been reflected in 
lower renewals than would otherwise be 
the case. 


months ago by J. Elliott Hall, New 
York general agent Penn Mutual Life, 
showed very plainly that the reason the 
new agents were doing better was that 
they were spending more time in Pros- 
pecting, interviews, luncheon appoint- 
ments and other activities having a di- 
rect bearing on production. The usual 
plea that the old agent spends more 
time in service calls on his old business 
was shown to be of very minor im- 
portance. 

Since that time the older agents in 
the Hall agency have shown marked 
improvement, in some cases little short 
of phenomenal. One man who had done 
very little business came through with 
$120,000 paid-for in three months. 


Clinie System Valuable 


C. D. Connell, New York general 
agent Provident Mutual Life, has found 
the “clinic” system valuable in getting 
action from the older agents. The lat- 
ter are divided into four groups of about 
seven each, one group meeting on each 
of the first four days of the week. At 
any given time each group is taking up 
a different subject, prospecting, the ap- 
proach, the presentation or the close. 

Round table discussion at these small 
meetings brings out free consideration 
of the agents’ various problems. Each 
man has an assignment. For example, 
if the meeting is on prospecting, the 
agent picks a day on which to do 
nothing but prospecting. Then he de- 
scribes that day in detail at the round- 
table meeting. On the close, he may be 
asked to fill out on a card how many 
men he asked to be examined, and 
whether he asked them once, twice, or 
three or more times. 

If the meeting is on the presentation, 
the agent may be asked to write a short 
paper on “How Much Should I Put 
Into Life-Insurance?” Mr. Connell has 
found that if a man knows he is going 
to be called on to talk he will put a 





In the deflating of the usual alibis 
of the older agents, a survey made some 


good deal of valuable work into the 
preparation of what he is going to say 
30 as to make a good showing. 








Gauss Tells Why Michigan 
Prohibits Aviation Rider 


DETROIT, Dec. 28.—At the request 
of the Qualified Life Underwriters of 
Detroit Commissioner C. E. Gauss of 
Michigan has clarified the department's 
position on the so-called aviation rider 
for life contracts in this state. In the 
majority of states companies are insur- 
ing those whose profession or principal 
avocation is flying by attaching riders to 
standard policies which relieve the com- 
panies from loss should casualty occur 
from an aviation accident. Michigan 
does not permit aviation riders and since 
many companies decline to assume such 
risks without the rider, much business 
is said to be leaving the state for near- 
by cities in other states. The commis- 
sioner explained his reason for declining 
to permit aviation riders to be issued, 
as follows: 

Question Is Statutory 


“The question involved here is statu- 
tory and Michigan’s standard provisions 
law for life insurance contracts provides 
that said contracts shall be incontest- 
able after two years except for non-pay- 
ment of premium or violation of condi- 
tions relating to naval or military serv- 
ice in time of war. This incontestable 
feature has been decided by the Michi- 
gan Supreme Court in the case of 
Bogacki vs. Great West Life, January 
23, 1931. 

“There are many other hazardous oc- 
cupations and the legislature in restrict- 























ing contestability doubtless intended to 











New Edition of Michigan 
Handbook Now Available 


The new Underwriters’ Hand-Book 
of Michigan has just come from the 
press of THE NATIONAL UNDERWRITER, 
bringing up-to-date the insurance situ- 
ation in Michigan and giving the com- 
plete data on the state insurance- wise. 
A complete list is given of insurance 
agents in Michigan together with the 
companies which they represent for fire. 
life and casualty insurance. Statistical 
information included shows the record 
of insurance in the state for the past 
six years for fire and life insurance and 
for the past two years for casualty in- 
surance classified as to lines written by 
the company. Up-to-date company in- 
formation showing companies licensed 
to operate in Michigan together with 
their field forces and much other mis- 
cellaneous data is incorporated in this 
new edition which is most comprehen- 
sive. 

The Underwriters’ Hand-Book of 
Michigan is one of the oldest publica- 
tions of its kind, the first edition having 
been issued in 1897. For anyone inter- 
ested in insurance in the state, it is par- 
ticularly valuable as it shows the up-to- 
date local situation, not only as to 
agencies, but as to companies operating 
in the state and located there. 











permit the companies a sufficient period 
of time in which to investigate and con- 
test undesirable risks. I do not believe 
an aviation rider desirable even for the 





protect the Michigan public and sstill 


two year contestability period.” 
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Honor Student in 
College Ranks High 
in Life Insurance 











——— 


One of the finest records ever achieved 
in life insurance selling has been hung 
up exclusively in the depression period 
by Louis Behr of the Sam Lustgarten 
agency of the Equitable of New York 
in Chicago. His unusual accomplish- 
ment in a time when many thousands of 
life agents were justifiably depressed 
and not operating at highest efficiency; 
when a large proportion of prospects 
normally available to life salesmen were 
withdrawn by economic conditions from 
all possibility of buying life insurance 
for a considerable time, is an inspira- 
tion to all in the business. 

Mr. Behr was born April 7, 1906. He 
is therefore midway between 27 and 28 
years old. He has been in the Lust- 
garten agency, his only life insurance 
connection, just four years, and pre- 
viously had practically no business ex- 
perience. He had but recently come out 
of the: University of Wisconsin at Madi- 
son, where he had worked his way 
through school and had achieved many 
distinctions. He was a high honor pu- 
pil, an athlete, popular socially. He won 
a scholarship. 

Lustgarten Sought Behr 


So unusual was his background that 
when Mr. Lustgarten learned of it he 
sought Mr. Behr out and induced him 
to go into the agency. 

For six weeks he did not sell a bit 
of insurance. But this was partially be- 
cause he had contracted to study the 
business thoroughly, devoting not less 
than an hour every day to that work. 
Then he began to produce, and paid for 
$600,000 in his first year. His paid pro- 
duction the next year was approximately 
$700,000, the third year $800,000, and 
this year Mr. Behr paid for $1,000,000 
in the 12 months. He led the agency 
in number of cases paid for in 1931 and 
1392, and has paid for 100 cases this year. 
He thus qualifies as a “millionaire” after 
only four years. 

Mr. Behr conscientiously has contin- 
ued his studies of the business, still de- 
voting at least an hour a day. His busi- 
ness is of high caliber. He went to Chi- 
cago without references, friends, connec- 
tions. He was a stranger in every sense 
of the word, except that he had a 
marked faculty for mixing, for identify- 
ing ‘himself with service organizations 
and making friends. 

Well Up Among Leaders 


In four years he has gone from the 
position of an inexperienced, untried 
agent to a place among the leaders in 
this country. He is recognized as a 
most competent, well-informed under- 
writer and his clientele numbers many 
of the more important men and women 
in Chicago. 

He has achieved some distinction in 
the last year as a speaker on life insur- 
ance subjects, having filled several en- 
gagements at scattered points. Recently 
he spoke in New York and Pittsburgh 
before agency gatherings, being enthu- 
Siastically received. 

Mr. Lustgarten said in the case of 
Louis Behr there was no gamble on the 
part of the agency manager. The re- 
sults were a foregone conclusion. Mr. 
Lustgarten is confident that Mr. Behr 
steadily will progress and before long 
will take his place as one of the fore- 
most life underwriters in the country. 


Watch Arkansas Bond Action 


LITTLE ROCK, Dec. 28.—Life com- 
panies, which have four representatives 
among members of Arkansas Bondhold- 
ers Protective Committee, will watch 
with great interest the special session of 
the Arkansas legislature opening Jan. 
2 to consider a plan for refinancing 
$155,374,180 of highway obligations. 

The committee includes Henry 


George, Metropolitan Life; F. P. Hay- 
ward, John Hancock Mutual; Fred 
Hubbell, Equitable Life of lowa, and 
Harold Palagano, New York Life. At 
conferences in Little Rock, F. W. 
Ecker, treasurer of the Metropolitan 
Life, substituted for Mr. George. 


Selected List of Books 
for the Life Field Man 


The Atlantic Life of Richmond, Va., 
has gotten out a booklet, “Selected 
Books.” These are books that the com- 
pany has carefully scanned and recom- 
mends life men to read. They deal with 
lif insurance as a career, the principles 
of life insurance, life insurance selling 
psychology, books of inspiration, special 
fields of life insurance, such as trusts 
and taxation, business insurance, educa- 
tional insurance, income insurance, in- 
surance as an investment; advertising 
and direct mail, informative books, 
agency building, agency management, 
reading and C. L. U. books. 








T. J. Simms of Mt. Clemens, Mich., has 
been appointed district agent for the 
Equitable of New York. His territory 
will include Macomb county and sur- 
rounding area. 





Failures Only a Small 


Percentage of Business 














Only a small percentage of the total 
legal reserve life insurance in force in 
this country was involved in the 17 
company failures presented in a list 
in THE NATIONAL UNDERWRITER, of which 
ten were Illinois companies, according 
to a nationally prominent life agency 
mathematician of Chicago who has an- 
alyzed the results. 

The total insurance involved in the 
failures, not counting that of one very 
small company whose business in force 
figure was not readily available, was 
$2,189,272,000, including group and in- 
dustrial. The percentage of ordinary 
involved in the failures to the total or- 
dinary in U. S. legal reserve companies 
on the January, 1932, basis, was 2.56 
percent; and to all the legal reserve 
business, ordinary, industrial and group, 
was 1.92 percent. The corresponding 
figures on the January, 1933, basis were 
2.69 percent of all legal reserve ordinary 
life insurance, and 2.02 percent of all 
legal reserve ordinary, group and in- 
dustrial in force. 

There was $300,000,000 of group in- 





ure alone. The group insurance is little 
affected in those companies which failed 
but had been reinsured, due to the fact 
that there is virtually no reserve value 
on the group insurance and therefore 
the lien which is applied in reinsurance 
is an insignificant item. 

The percentage of companies in- 
volved was 5.82 percent on the January, 
1933, list showing 292 legal reserve 
companies in business in the United 
States. 

The average of business in force for 
all the legal reserve companies on the 
January, 1933, basis, the mathema- 
tician said, was $371,000,000 each, 
whereas the average for the failed com- 
panies was $128,700,000, this indicating 
that save for the Missouri State the 
companies involved were comparatively 
small. 

Although 10 of the 17 failed com- 
panies were of Illinois, their business 
in force represented less than one-third 
of the total in force among all the 17 
companies. 





L. M. Dike has been appointed general 
agent of the Bankers Life of Nebraska 
at Kansas City, Mo. He is a graduate 


of Columbia University and has been in 
the life business for the last ll years. 
Recently he has been supervisor for the 


surance in the Missouri State Life fail- | Missouri State in Kansas City. 











193 





KANSAS CITY 


3 


will go down in the history of 

this company as marking the 

inauguration of our 
“LIFE-TIME” PLAN 

of Agency organization and 

remuneration. 


This plan offers unusual 
advantages to the consistent 
and persistent producer. 


For details write 


The Federal Reserve Life 
Insurance Company 


KANSAS 
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Economy, Thrift, Good Management 


A HALF century ago a famous econo- 
mist, Professor SUMNER of YALE, gave 
some wholesome advice to his classes in 
his lectures as to proper readjustment of 
business in time of adversity. Professor 
SUMNER said that there were three fac- 
tors that should be constantly kept in 
mind in reorganization, revamping or re- 
adjustment, they being economy, thrift and 
good management. He considered these 
basic. In a day of depression or disaster 
he counseled application of these factors to 
public administrative work as well as to 
private business. 

We have had this year an exemplifica- 
tion of the wisdom of the advice given by 
the YALE economist. Business organiza- 
tions that are emerging with credit to 
themselves and will continue adopted this 
very policy. The fact that economies were 
introduced by companies, that saving was 
made here and there and errors of man- 
agement corrected shows in the results of 
the year. Most insurance companies are 


in far better shape than they were a year 
ago. The feeling at home offices is more 
optimistic. Managing officers have stud- 
ied their own problems and have met them 
intelligently. 

There are no artificial means that can be 
used by business organizations that will 
do the work in place of the three factors 
Professor SUMNER presented. A pulmotor 
might be used on a dying institution in the 
attempt to revive it but it would have no 
effect on an organization that had in it the 
real elements of progress and permanence. 
Artifices of various kinds that are specious 
will not bring much result nor can an 
institution pull itself up by its boot straps. 
Normal processes that have been tried and 
tested by experience and found practical 
will bring improvement. Those organiza- 
tions that have put into effect real econ- 
omy and thrift and have exercised the 
best judgment that good management dic- 
tates are going forward satisfactorily 
and will continue their progress. 


Discrimination in Material 


IN THESE days when incomes are de- 
creased and life insurance is much 
harder to write, it behooves all in the 
business to be discriminating in their ex- 
penditures for inspirational and educa- 
tional material. Owing to the fact that 
production has been off, some life sales- 
men with an ingenious turn of mind have 
diverted their attention to devising dif- 
ferent helps for the rate book man. We 
therefore have a plethora of material, a 
real flood of it. Some of these devices, 
pamphlets and books are excellent, 
others are fair and still others are color- 
less. 

There is seasonal material gotten out 
that has peculiar application at certain 
times of the year or on specified occa- 
sions. The material however that is ef- 
fective is not of the ephemeral sort but 
rather the kind that deals with funda- 
mentals and keeps pounding away at 
those essential qualities and characteris- 
tics that if applied religiously and con- 
scientiously will bring results. There 
are various ways of using the funda- 


mentals in life insurance selling. There 
are courses pursued that have brought 
success. The material that is of prac- 
tical value deals with the application of 
life insurance principles to the needs of 
families and businesses. Those life men 
that are assiduously working and intel- 
ligently using the stimulating and help- 
ful material of this kind they have at 
hand are by no means discouraged. 

Naturally during these changing years 
the men in the field have had to shift 
their position, raise their sights and 
adapt themselves to new conditions as 
they arise. They are, however, dealing 
with the same fundamentals, the same 
basic principles, the same strong argu- 
ments that have been used from time to 
time. Life insurance as an economic 
force will always be with us. As T. M. 
RreEn_e of New York City remarked the 
other day, it is the only institution that 
has functioned normally during the last 
four years. This is largely because its 
foundations are strong and the principles 
on which it is built are scientific. 





PERSONAL SIDE OF BUSINESS 





Floyd Wilson, who temporarily fol- 
lowing the death of Everts Wrenn, Chi- 
cago general agent State Mutual, was 
in charge of the office there, has gone 
to Florida for a short vacation. 


John Antrim, for 24 years general 
agent of the Life Insurance Company 
of Virginia in Roanoke, Va., died sud- 
denly. His successor has not been 
named. 


President G. A. Boissard of the Na- 
tional Guardian Life of Madison, Wis., 
and Mrs. Boissard have gone on a va- 
cation trip to Florida and will return 
about the middle of January. While on 
the sojourn, Mr. Boissard expects to do 
some fishing, get in some golf and bask 
in the winter sunlight. 


P. A. Klomp, general agent at 
Bakersfield, Cal., for the Great Repub- 
lic Life, when calling on an old policy- 
holder, recently succeeded in securing 
ten applications on members of his fam- 
ily, one on his wife and the other nine 
being one each on their children, seven 
boys and two girls, the ages ranging 
from six months to 17 years. Mr. 
Klomp is a big personal producer, hav- 
ing led the company’s field for several 
months the past year. 

Louis Marks, secretary of the Conti- 
nental Life of St. Louis, was married 
recently to Miss Marie Hawk of Van- 
dalia, Ill. They will be at home in St. 
Louis after Jan. 10. 


Allen Gates, Little Rock, Ark., gen- 
eral agent of the Penn Mutual Life, has 
been made chairman of the board of 
directors of the community chest in that 
city. 


Harry V. Montgomery, co-general 
agent of the State Mutual Life in San 
Francisco with E. A. Kelloway, was 
injured recently when thrown from a 
horse. He was able to be up for Christ- 
mas, but will not return to active duty 
at the office for several days. 


John A. Risk, northwestern manager 
for the North American Life of Chicago, 
and Mrs. Risk celebrated their golden 
wedding anniversary at their home in 
Fargo, N 

B. J. Stookey, former secretary of the 
Illinois Life, is now in the selling end 
of the business, being associated with 
the Samuel Heifetz agency of the Mu- 
tual Life of New York in Chicago. Mr. 
Stookey has a splendid knowledge of 
the business. Although he has never 
sold life insurance, he is making a suc- 
cess because he is in a position to give 
expert advice to purchasers. He is not 
a high pressure salesman but devotes 
his energies to analyzing a man’s needs 
in a very serious and logical way. 


George I. Cochran, president of the 
Pacific Mutual Life, has been elected 
president of the southern California di- 
vision of the National Security Own- 
ers Association. H. Standish, Los 
Angeles manager for the Sun Life in 
Canada, is on the board of governors. 

J. J. Hughes, general agent North- 
western Mutual in Des Moines, has 
been asked to head the state recovery 
agencies under the government plan to 
coordinate all such groups under one 
head. Mr. Hughes is head of the Iowa 
NRA organization. 


A. G. Brenton, manager publication 
division Metropolitan Life, died Dec. 24 
at Dothan, Ala., of injuries received in 
an automobile accident near Dothan Dec. 
20. Mr. Brenton had left New York 
Dec. 15 on a vacation trip, and was on 
his way to Florida. His mother and 
cther members of the party making the 
trip were confined to the hospital but 








— 


are expected to recover. Mr. Brenton 
was 45 and had served in the publication 
division since 1923, after wide experience 
in newspaper and advertising work. 


Miss Claire A. Dostie, who represents 
the Equitable Life of New York at 
Lewiston, Me., has made a record since 
joining that company in June, 1932. Dur- 
ing her 18 months in life insurance she 
has paid for a total of $213,912, repre- 
senting 49 cases, with premiums of $8,- 
014, 

Recently, Miss Dostie made seven 
calls, which resulted in seven interviews 
and seven cases totaling $50,750. Her 
average is an application for every 3% 
calls. 

Superintendent Charles T. Warner of 
Ohio entertained 60 members of his staff 
at a Christmas party at his home in 
Columbus Friday evening. Judge War- 
ner was presented a brief case and 
Deputy Superintendent L. H. Kreiter a 
l_mp. 


J. K. Shepherd, Little Rock, Ark, 
general agent and former president of 
the American Association of Insurance 
General Agents, has been advanced 
from vice-president to president of the 
chamber of commerce there. Gordon H. 
Campbell, general agent Aetna Life, 
was elected a member of the board. 


John A. Bassford, general agent of 
Aetna Life at Grand Rapids, Mich., and 
for many years a prominent insurance 
figure in that state, died suddenly at his 
home Tuesday morning. He was 51 
years of age. He had entertained at a 
large family Christmas dinner and ap- 
peared to be in good health that day. 


The Great American Life of San An- 
tonio moved into its new home office 
building last week. Its agency con- 
vention and formal opening started 
Thursday of this week. President C. 
E. Becker is in charge of the conven- 
tion. The Great American Life has 
had a very satisfactory year. 


Missouri Handbook Issued 
by National Underwriter 











Tue NATIONAL UNDERWRITER has just 
issued the new Underwriters’ Hand- 
Book of Missouri. This new book gives 
the up-to-date list of agents in Missouri 
arranged alphabetically by towns and 
shows the complete list of companies 
which they represent—fire, casualty and 
life. 

The statistical information is most com- 
plete in this new reference book and gives 
the record of insurance for the past six 
years for fire and life insurance and for 
the past two years, classified as to lines 
written, for casualty insurance. A fea- 
ture of special importance is that which 
gives the fire insurance premiums and 
losses separately for St. Louis, Kansas 
City and St. Joseph for the past year. 

For the first time a complete list is 
given of the brokers, or solicitors, in 
Missouri as licensed by the insurance 
department. This list is arranged by 
expiration date o* the license. 

Lists are given of the field forces of 
the fire and casualty companies and of 
the life insurance general agents and 
managers in Missouri. Also given is 
the complete list of local organizations 
together with their officers and the na- 
tional organizations which operate lo- 
cally. 

The new Missouri Hand-Book is up- 
to-date and complete in every way and 
will serve as an excellent guide for any- 
one interested in insurance in the state. 
This is the first publication of this book 
by The National Underwriter Co. and 
is well up to the standard of its other 
state directories. 
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NEWS OF THE COMPANIES 





Wind Up Negotiations Soon 





R dation as to National Life of 


Chicago Reinsurance Expected 
This Week 








When recommendations of Receiver 
P. J. Lucey as to disposal of the Na- 
tional Life of U. S. A., Chicago, are 
made in court, probably this week, it is 
likely that the selection will lie be- 
tween reinsurance bids made by the 
Washington National, Chicago; Conti- 
nental Assurance, Chicago, and Central 
Life of Des Moines. These bids offer 
the greatest advantages of the proposals 
made, it is reliably reported. 

There seems little likelihood that the 
bid of Sears-Roebuck, made through the 
projected Hercules Life, will be ser- 
jously considered as this company has 
not yet been organized. In fact, Sears- 
Roebuck insurance men state that the 
Hercules was projected solely as a ve- 
hicle for reinsurance of the National 
Life. There appears to be an inclina- 
tion to place the National Life in a 
sound, going concern. There has been 
also considerable comment among in- 
surance men that the proposed $500,000 
capital and $500,000 surplus of the Her- 
cules scarcely would be a start on the 
new funds that would be needed if the 
National Life were taken over. 


Bids Being Revised 


Receiver Lucey, Insurance Director 
Palmer of Illinois and other officials 
spent last week in conference with the 
various bidders, as the result of which 
bids are being revised in line with rec- 
ommendations made by Messrs. Palmer 
and Lucey. 

When the recommendations of the re- 
ceiver are made, a public hearing will 





be held, it is said. Receiver Lucey is 
confident that it will be possible to 
come to a decision by the end of next 
week and that the receivership may be 
terminated early in January. 

A hearing on one of the offers was 
held Wednesday. All the other pro- 
posals have been analyzed. Seven of 
the offers would result in reinsuring the 
National Life in a going company. In 
addition to the Hercules bid, based on 
formation of a new company, there is 
an uncompleted proposal by R. J. Hur- 
ley and associates to the same end. It 
is said a committee of policyholders will 
submit in court a mutualization offer. 
This was not considered by Mr. Lucey 
because it was not accompanied by $25,- 
000 deposit as required. The commit- 
tee secured a court order authorizing 
submission of the plan. 

In addition to the bidders mentioned, 
others are Illinois Bankers, Life & Cas- 
ualty, Chicago; United Mutual, Indian- 
apolis, and United Benefit Life of 
Omaha. 





Peoria Life Mandamus Case 
Postponed Until February 





The Illinois supreme court last week 
postponed until the February term the 
mandamus proceeding involving the 
joint receivership of the Peoria Life. 
Circuit Judge Neihaus of Peoria was 
given 20 days in which to file a brief. 
The petition seeks to compel Judge Nei- 
haus to expunge an order appointing 
joint receivers for the company and was 
filed by the attorney general. The 
court at Peoria named joint receivers 
after Insurance Director Palmer named 
a receiver, he claiming that he alone had 
had authority to name a receiver. 





A 20 percent dividend totaling $90,000 
has been paid to depositors of the Bank 
of Peoria, which closed Nov. 15, caused 
by the receivership of the Peoria Life, 
which owns the bank. 


Pay Royal Union Death Claims 

DES MOINES, Dec. 28.—The Lin- 
coln National Life, which took over the 
business of the Royal Union Life, is 
making more rapid progress than was 
expected in paying accumulated death 
claims against the Royal Union, Of the 
$290,000 approved by receivers of the 
Royal Union for payment, checks for 30 
percent have already been forwarded to 
beneficiaries, and the remainder will fol- 
low soon, according to Paul N. Mantz, 
who represents the Lincoln National 
here. 

An additional $300,000 in death claims 
is awaiting approval of the receivers be- 
fore payment. 


Morris Green Advanced 


Morris Green, for several years agency 
director of the St. Lawrence Life of 
New York, has been promoted to sec- 
ond vice-president. 

Mr. Green has for a long time been 
active in accident and health insurance. 
For a number of years he was with the 
General Accident. His life insurance 
experience was with the Prudential, for 
which he was assistant superintendent 
prior to his connection with the Gen- 
eral Accident. 

Mr. Green will continue the active su- 
pervision of all agency work in his new 
capacity as second vice-president and 
general manager. 


On Legal Reserve Basis 


The Hancock County Medical Life 
Association, a fraternal at Carthage, IIL, 
has adopted full legal reserve rates and 
policy forms as a result of action of 
its tri-ennial convention. 

The association operates exclusively 
in Hancock county and has about $3,- 








| 





000,000 of insurance in force on the as- 
sessment plan. The outstanding certifi- 
cates go on the legal reserve basis 
(American Experience 3% percent ba- 
sis Illinois standard) effective Jan. 1. 

Supervision of the transfer to the le- 
gal reserve basis is being given by L. 
L. Taylor of Clinton, Ia., who recently 
completed a similar work for the Pike 
County Mutual Life Association of 
Perry, Ill. 


Benz Heads Wisconsin Fraternal 


Alex O. Benz of Appleton, Wis., has 
been elected president of the Aid Asso- 
ciation for Lutherans. He _ succeeds 
George D. Ziegler, of Appleton, who 
served as president since the organiza- 
tion of the association in 1902 and now 
becomes chairman of the board. Mr. 
Benz has been a member of the board 
since 1912, and for a number of years 
has served as first vice-president. W. 
F,. Kelm was advanced from second to 
first vice-president. Other officers were 





reelected. 
The association, according to Mr. 
Benz, has shown remarkable growth 


during the depression years. 





Vice-President Morris Resigns 


William M. Morris, who has been a 
vice-president of the Atlantic Life of 
Richmond, Va., since October, 1929, is 
leaving that position at the close of the 
year. The appointment of a successor 
is not anticipated. Prior to joining the 
Atlantic Life Mr. Morris was with the 
Guardian Life. 


E. E. Bollinger Transferred 


E. E. Bollinger has been appointed 
special representative for the state of In- 
diana for the Western & Southern Life. 
He has been with the company for some 
time working in the home office and also 
doing some field work in Kentucky. His 
home is at 419 South Walnut street, 
Seymour, Ind. He also maintains an 
office at 834 Circle Tower, Indianapolis. 
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{SSBENEFIT 
Since its founding in 1845 strict mutuality, 
involving the extension to old members, so 
far as possible, of the benefits granted new 
members, has been a controlling principle of 


The Mutual Benefit Life Insurance Company 








Home Office ©_=~. Newark, New Jersey 




















COURAGE and CONFIDENCE 


are needed to grasp Opportunity! 


Com, 
ARE YOU QUALIFIED FOR AN ATTRACTIVE 


GENERAL AGENCY OPPORTUNITY? 
Cam, 


GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall Philadelphia, Pa. 

















UNUSUALLY ATTRACTIVE 
DIRECT HOME OFFICE CONTRACT 


In Unassigned Territory 
GREAT REPUBLIC LIFE INSURANCE CO. 


T. J. McComn, President 
Great Republic Life Building, Los Angeles, California 

















THE UNITED STATES LIFE IihykAner 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 











LIFE AGENCY CHANGES 





Hoghe Succeeds Roy Sheldon 


Leaves Hammond Agency of Aetna Life 
to Become Los Angeles Manager of 
Equitable of Iowa 





Russell L. Hoghe has resigned as 
assistant general agent of the W. M. 
Hammond agency of the Aetna Life at 
Los Angeles to become manager of the 
Los Angeles agency of the Equitable 
Life of lowa. He succeeds Roy H. Shel- 
don, who has resigned to engage in per- 
sonal production. Mr. Hoghe has been 
with the Hammond agency in Los An- 
geles for eight years, prior to which he 
was with the National Cash Register 
Company. 

The appointment was made by Ray 
E. Fuller, assistant superintendent of 
agents of the Equitable of Iowa, who 
has just concluded a tour of his com- 
pany. 





M. G. Darby 

M. G. Darby, general agent at Jack- 
sonville, Fla., for the Mutual Benefit 
Life since Nov. 1, 1912, has resigned. 
The agency will remain under home of- 
fice management pending the appoint- 
ment of Mr. Darby’s successor. Mr. 
Darby has made no announcement of 
his plans for the future. 





H. P. Trosper 


H. P. Trosper, million dollar pro- 
ducer, who has resigned as vice-presi- 
dent and a director of the American 
Life of Detroit, will join the New York 
Life and will establish offices at 1701 
First National Bank building, Detroit. 
Mr. Trosper has been the leading per- 
sonal producer of the American Life for 
15 years, in his best year writing $5,- 
500,000. 





Long & Curry 


The firm of Long & Curry, composed 
of John S. Long and Spencer B. Curry, 
has been appointed general agent in 
Washington, D. C., of the Minnesota 
Mutual Life. Mr. Long has beer suc- 
cessfully active in insurance circles in 
Washington for many years and has been 
associated with Mr. Curry in the pres- 
ent firm for a little over a year. Mr. 
Curry’s experience includes many years 
in general insurance and for some time 
he was president of an automobile in- 
surance company. 





Fred A. Peterson 


Fred A. Peterson is resigning as gen- 
eral agent of the New England Mutual 
in Pittsfield, Mass., and will engage in 
individual production efforts, both in 
Pittsfield and New York City. James P. 
Hall has been appointed acting man- 
ager in Pittsfield. 





F. D. Griggs 


F. D. Griggs has been appointed man- 
ager of the Equitable Life of New York 
at Pittsfield, Mass., succeeding Col. R. 
E. Campbell, resigned. Mr. Griggs has 
been with the Springfield agency of C. 
L. and W. L. Richards for the past two 
years, and was formerly with the Na- 
tional Life of Vermont in Springfield. 


B. C. Gallagher, A. C. Anderson 


B. C. Gallagher has been appointed 
general agent of the Provident Life of 
Bismarck in Fargo, N. D. He succeeds 
A. C. Anderson, who has left for Red 
Wing, Minn., to open an office for the 
company in that city. 








Maccabees’ New Managers 


H. R. O’Connor, general field direc- 
tor of the Maccabees, has appointed 
eight state managers, as follows: J. C. 

















| “Millionaire” Named | 








0. R. ASPEGREN 


O. R. Aspegren, a leading producer 
of the Mutual Trust Life of Chicago for 
14 years, has resigned and been ap- 
pointed district manager for the North- 
western National Life in Chicago, Chi- 
cago Manager W. N. Stafford an- 
nounces. Mr. Aspegren will have head- 
quarters in the combined agency offices 
in One La Salle street. He has had a 
large production for a number of years, 
becoming a “millionaire” in 1926 when 
he paid for $1,077,000 on 250 lives. Mr. 
Aspegren was connected with an Evans- 
ton, Ill., bank for a number of years, 
then became a retail merchant in Wil- 
mette, Ill., before going with the Mu- 
tual Trust. He has been consistently 
one of that company’s leaders. Much 
of his large business has been drawn 
from his civic and church activities, he 
being a member of the Executives club, 
University club and others in Chicago. 


wett, Wichita, Kan.; O. K. Henderson, 
Butte, Mont.; Mrs. Mabel Blake, Wind- 
sor, Ont.; D. V. Chapman, Portland, 
Ore.; Morris Macklin, Montreal; C. M. 











Burns, Seattle, Wash. and C. T 
Thompson, Clarksburg, W. Va. 
R. A. Neel 


R. A. Neel, for three years district 
agent at Audubon, Ia., for the Register 
Life of Davenport, has been named gen- 
eral agent at Davenport as successor to 
L. J. Evans, now with the agency de- 
partment of the Northwestern Mutual 
Life, Milwaukee. 


Robert Meyer 

Robert Meyer has been appointed 
manager of sales for the R. W. Hoyer 
agency of the John Hancock in Colum- 
bus, O. He succeeds J. H. Wood, who 
resigned to go with the Research Bureau 
of Hartford. Mr. Meyer has been con- 
nected with the company in the Henry 
Stout agency in Dayton. 


Life Agency Notes 
B. D. Kline, formerly with the Peoria 
Life, has been appointed district man- 
ager for the Volunteer State Life at 
Harlingen, Tex. 
The Massachusetts Indemnity an- 
nounces the appointment of Clay Ham- 
lin, general agent of the Mutual Benefit 
Life, and Crouch & Allen, Northwestern 
Mutual Life general agents in Buffalo, 
as representatives in that city. 
F. W. Wooley, for some 15 years in the 
insurance business in Portland, Ore., has 
opened his own agency for life and an- 
nuity policies, with offices in the Corbett 
building. For a number of years he was 
associated with H. D. Colton of the 
Massachusetts Mutual. 





Bartram, Fort Smith, Ark.; W. K. Ble- 
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~ As SEEN FROM CHICAGO 





INSURANCE COMMITTEE ANNOUNCED 


The personnel for the insurance com- 
mittee of the Illinois chamber of com- 
merce has been completed with H. A. 
Behrens of Chicago, president Conti- 
nental Casualty and Continental Assur- 
ance, as chairman. The other members 
are O. E. Aleshire, Chicago local agent 
and head banker Modern Woodmen; R. 
H. Carruth, Chicago, special represen- 
tative Fidelity & Deposit; Attorney 
Homer Cooper, Chicago; John D. Dill, 
Metropolitan Life, Carbondale; A. V. 
Gruhn, general manager American Mu- 
tual Alliance, Chicago; J. S. Kemper, 
president Lumbermen’s Mutual Cas- 
ualty of Chicago; E. V. Mitchell, Con- 
tinental Casualty of Chicago; J. C. 
Peasley, Freeport, president Bankers 
Mutual Life; Walt Tower, secretary 
Chicago Life Underwriters Association; 
George D. Webb, Chicago, Conkling, 
Price & Webb; Henry Abels, vice-presi- 
dent Franklin Life; Dr. F. A. Besley, 
Besley-Osgood Clinic, Waukegan; C. 
M. Cartwright, THe NationAL UNDER- 
WRITER; Roy L. -Davis, president Chi- 
cago Life Underwriters Association; T. 
E. Dowling, East St. Louis; J. C. Hard- 
ing, manager Springfield Fire & Marine, 
Chicago; Calvin P. King, Chicago; S. 
E. Moisant, Kankakee, secretary Illinois 
Association of Insurance Agents; W. P. 


Robertson, Chicago, assistant western | 


manager North America; R. W. Trox- 
ell, local agent Springfield; J. H. Wil- 
son, Massachusetts Mutual Life, Pe- 
oria; W. N. Achenbach, Chicago, west- 
ern manager Aetna Fire; N. H. Bokum, 
Chicago, Massachusetts Mutual Life; 
H. R. Checkley, Mattoon; C. H. De- 
Long, Illinois Life Underwriters Asso- 
ciation, Champaign; N. C. Cochenour, 
local agent Vandalia; E. A. Henne, 
western manager America Fore, Chi- 
cago; Guy C. Livesay, local agent Cen- 
tralia; E. A. Olson, president Mutual 
Trust Life, Chicago; Chase M. Smith, 
vice-president National Retailers Mutual 
of Chicago; R. E. Vernor, Western 
Actuarial Bureau, Chicago; J. R. Wil- 
son, chief engineer Marsh & McLennan, 
Chicago. 
e 6 6 
LIFE MEN AS SPECIALISTS 


There has been a good deal of curi- 
osity as to why two of the large life 
general agencies moved out of the In- 
surance Exchange in Chicago, 
are housed almost all the local agents 
and full time brokers in the city. It 
is a veritable house of insurance and al- 
most all the space is taken by insur- 
ance offices. It would seem highly de- 
sirable therefore to life agencies seek- 
ing brokerage business to be in close 
contact with those producing all lines. 
To a large extent, the insurance sales- 
men in the Insurance Exchange at- 


where | 


| into other lines of insurance. 


tached to local agencies specialize on 
fire and casualty and their allied lines. 
Recently the Samuel Heifetz agency of 
the Mutual Life of New York and the 
DeForest Bowman agency of the Bank- 
ers Life of lowa moved out of the 
building. It is stated that these or- 
ganizations found that their whole time 
life men whose living came from selling 
life insurance were being diverted or 
having their minds diverted to dabbling 
Every 
day in the Insurance Exchange they 
came in contact with agencies writing 
various classes of insurance. The psy- 
chological effect was notable. To an 
extent these offices were infectious. 
Therefore the managers found that 
their men were seeking other lines of 
insurance with their customers and they 
were not concentrating on life insur- 
ance. Both these agencies believe in 
full time life insurance men who write 
nothing else but life insurance. The 
brokerage business from people outside 
of their organization is more or less of 
a side issue. Since moving out of the 
building these agencies find that their 
whole time men have more enthusiasm 
for life insurance and are not being 
weaned away from it. 
* * * 











| agency, 


KANN 23 YEARS IN BUSINESS 


F. C. Kann, supervisor of the Samuel 
Heifetz agency of the Mutual of New 
York in Chicago, is celebrating his 23rd 
year in life insurance, having started in 
December, 1910. He has been with the 
Heifetz agency five years. 

. ee = 

PATTERSON AGENCY MEETING 


The annual agency meeting of the A. 
E. Patterson general agency of the Penn 
Mutual in Chicago will be held at the 
Edgewater Beach hotel Dec. 30. D. 
Bobb Slattery, head of the direct mail 
department in the home office, will be on 
the program. Others who will speak 
are: T. H. Gilliom of N. W. Ayer & 
Co., which handles the Penn Mutual’s 
national advertising campaign; H. T. 
Wright, Chicago, associate agency man- 
ager Equitable of New York and “mil- 
lionaire” producer, and J. R. Hastie, 
Chicago, associate manager Heifetz 
Mutual of New York. Mr. 


| Hastie will speak on “A Few Sugges- 


tions about Your 1934 Suit of Clothes,” 


j}and Mr. Wright on “Organizing Your 
| Work for 1934.” 


* * * 
C. F. Schuster, supervisor and manager 


| brokerage department of the W. M. Houze 


general agency of the John Hancock in 
Chicago, spent the Christmas holidays 
in Florida, going to Jacksonville and 


| Daytona in company with Ross Ream, 


Kansas City, Mo., insurance man. 








As SEEN FROM NEW YORK 





PROOF OF DEATH CASE 


Another case has come before the 
courts of New York City and others 
are likely to be found similar to that of 
Dana vs. Northwestern Mutual Life 
where the appellate division of the su- 
preme court held that the beneficiary’s 
affidavit declaring that the assured is 
dead constitutes sufficient proof of death. 
The present case going before the su- 
preme court is Clara Julick vs. Commer- 
cial Travelers Mutual Accident. The 
company claims that the affidavit of the 
beneficiary is insufficient proof of death 
and Justice Cohn has directed the com- 
pany to explain this defense. The com- 
pany declared that the beneficiary 
merely filed an unsupported affidavit as 
proof of death. The company contends 
that this so-called proof was merely an 
affidavit claiming the $10,000, alleging 





By R. B. MITCHELL. 





the date of death and stating that it was 
caused by an accidental fall. Nothing 
supplemental was ever furnished. 
* * * 
CONVENTION YEAR BOOK 


“The Insurance Advocate,” 206 Broad- 
way, New York City, has issued the 1933 
edition of its “Convention Year Book,” 
dealing with the latest sales facts, field 
experiences and convention addresses. 
There are 421 pages. The price of the 
book is $3.50. 

* * 
LAUNCH NEW GUARDIAN AGENCY 


C. N. Leydendecker and J. A. Schnur, 
who have been managers of branches of 
the Keane-Patterson Agency of the 
Massachusetts Mutual in New York 
City, have formed a partnership as man- 
agers of a new metropolitan agency of 
the Guardian Life to be known as the 








For People Returning to Work 
Salary Savings Insurance 


People long out of work, with savings used 
up, back bills to pay and many necessities to buy, 
need insurance protection more than others do. 


Salary savings insurance paid for out of 


current income is within their reach. 


It is worth while to consider the conven- 
ience of people who need protection most. A 
well selected salary savings case is a continuous 


source of new business. 


Connecticut General 
Life Insurance Company 


Hartford, Conn. 
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Progressive 


Are You Willing te WORK for a Company Which Is Willing to WORK with YouT 





PAUL McNAMARA 
Vice-President 
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NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS 
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The Monday Morning 
Message brings a timely 
sales aid to the field 
men of ~~~ 


The Lincoln National Life Insurance 
Fort Wayne. Indiana 
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Leydendecker-Schnur Agency with of- 
fices in the Transportation building, 225 





30 years of 


never faltering service 
to agents makes the 
Guaranty Life outstanding 


as an agents’ company 


modern, liberal policy contracts, 
a strong financial foundation, 
experienced, sincere management 
are yours when you _ represent 
this sound, progressive company 


Ww 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 
Davenport, Iowa 
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GLOBE LIFE INSURANCE Co. 
OF ILLINOIS “24° 
HOME OFFICE ADDRESS SINCE 1895 


431 South Dearborn St. 
CHICAGO 


Pose Barry Dietz 
President 














Broadway. Both have had extensive in- 

surance experience in greater New York 

and have a wide acquaintance there. 
* * * 

KNIGHT AGENCY HOLIDAY PARTY 


The C. B. Knight agency of the 
Union Central Life in New York City 
will stage a holiday party Saturday for 
members and friends of the agency. The 
entertainment will 


be served. 
x * * 


PROSPECTS IN THE SUBWAY 


be from 10.30 to 
12.30, following which refreshments will 


It’s not often that strangers accost 
life underwriters in the subway for the 


purpose of buying insurance, but it hap. 
pened to Leo Fish of the J. M. Eisen. 
drath agency of the Guardian Life of 
New York. Mr. Fish was riding uptown 
with another life man who was lament. 
ing the scarcity of prospects. 

“Why, New York is full of prospects,” 
Mr. Fish remonstrated. “Think of al] 
the people on this train who need life 
insurance and could buy it.” 

At this point Mr. Fish was interrupted 
by another passenger. 

“Are you in the life insurance busi- 
ness?” the stranger asked. “I’m just 
about ready to buy some insurance but 
no agent ever calls on me.” 

Mr. Fish sold a $5,000 policy and nat- 
urally has the inside track for any addi- 
tional insurance. 














Oregon Mutual Conferences 


W. C. Schuppel and Other Home Office 
Men Are Holding Regional 
Sales Congresses 








The Oregon Mutual Life is holding 
a series of regional sales congresses 
throughout its territory. Plans and 
programs for 1934 are being presented 
to the entire field organization. The 
first meetings were held at Los An- 
geles, San Francisco and Oakland. This 
week conferences are under way at 
Portland and Tacoma. There will be 
sessions at Boise Jan. 2-3, La Grande, 
Ore., Jan. 5-6, and the final conference 
will be at Salem, Ore., Jan. 11-12. 

The home office officials in attendance 
at the California meetings were W. C. 
Schuppel, executive vice-president; J. S. 
Williams, assistant superintendent of 
agents, and E. A. Phillips, agency secre- 
tary. 

The meetings in the northwest are be- 
ing attended by two other home office 
men, R. R. Brown and W. D. Stal- 
maker. The sessions are devoted to 
plans and methods to be employed dur- 
ing the coming year with much atten- 
tion to organized selling programs. Mr. 
Phillips explained the company’s circu- 
larization services which include the 
Estate-O-Graph and Conservation Pic- 
torial services of the Rough Notes 
Company. 

W. Dow Lipe, agency manager at 
San Francisco, acted as chairman of 
the first day’s session in Oakland. Mr. 
Lipe recently took over the northern 


PACIFIC COAST 


AND MOUNTAIN 





California management and went to the 
Oregon Mutual Life from Chicago. 
Vice-president Schuppel reports a sub- 
stantial gain in business over 1932. 





Analyst Loses Fee 


SEATTLE, WASH., Dec. 28.—Com- 
menting that five days of testimony 
failed to enlighten him upon the merits 
of a 65-page life insurance analysis fur- 
nished Dr. A. B. Linne, Seattle dentist, 
by A. C. LeBaron, insurance “analyst,” 
Superior Judge J. T. Ronald dismissed 
LeBaron’s suit to collect $718 for the 
survey. LeBaron testified that he com- 
piled the bulky document after Dr. 
Linne promised to pay if shown a less 
expensive method of carrying his 13 
life policies totaling $51,000. Dr. Linne 
contended LeBaron’s survey did not do 
that. Dr. Linne never followed Le- 
Baron’s suggestions, declaring he felt he 
would not receive the same insurance 
protection as at present if he did. 





Thompson Leads Western Zone 


LOS ANGELES, Dec. 28.—H. M. 
Thompson, supervisor of the J. F. Van 
Slooten Los Angeles agency of the 
Penn Mutual Life, won the presidency 
of the company’s leaders’ club of the 
western zone for November. This was 
the fourth month of 1933 that he has 
achieved this honor, having previously 
been awarded this distinction in March, 
April and October. For the year to 
date his paid volume is $650,000, all of 
which business was in addition to his 





work as supervisor. 
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e Brokerage Business Solicited in Illinois 
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BUFFALO MUTUAL LIFE INSURANCE COMPANY* 









Wanted: Managerial Material 


for the States of New York and Ohio BUFFALO, NW 


Men who would make good local and district managers in various territories in New 
York and Ohio are wanted by this 62 year old company... to start s agents. Write in 
confidence with details of experience to E. Parker Waggoner, Supt. of Agents, Buffalo. 








Do your fellow agent a good turn—get him acquainted with 
The National Underwriter, the real insurance newspaper. 








Kay Is Milwaukee President 


Will Be Chief Host at Annual Meeting 
of National Association There 
in September 








MILWAUKEE, Dec. 27.—Henry B. 
Kay, New York Life, was elected 
president of the Milwaukee Associa- 
tion of Life Underwriters at the annual 
meeting. Other officers elected are: 
Bradlee Van Brunt, Mutual Life of 
New York, and Hibbard S. Greene, 
Northwestern Mutual, vice-presidents; 
William Pryor, Connecticut Mutual, 
secretary; Richard M. Forester, Mutual 
Benefit Life, treasurer. Directors elected 
to two-year terms are Clarence A. Post, 
Provident Mutual, retiring ‘president; 
Roy C. Millar, Travelers, and A. A. 


The Milwaukee association will be 
host to the National Association of Life 
Underwriters at its annual convention 





Sept. 24-28, and preliminary plans were 





discussed at the annual meeting. Ef- 


forts are being made to bring a large 
number of life insurance agency meet- 
ings to Milwaukee at the time of the 
national convention. 


* * * 


“New Deal in Selling” Is 
Oklahoma Congress Theme 





OKLAHOMA CITY, Dec. 28.—The 
“New Deal in Life Insurance Selling” 
will be the theme for the annual sales 
congress of the Oklahoma Association 
of Life Insurance Underwriters Jan. 27. 
L. C. Mersfelder is chairman of the 
arrangements committee. C. Vivian 
Anderson, president National Associa- 
tion, will detail actual experiences of a 
life insurance salesman, and their in- 
fluence on his development. Walter 


Fisk, Aetna. Abner A. Heald, Provi- | Cluff, educational director Kansas City 
dent Mutual, was reelected national | Life, and George T. Carlin of Des 
committeeman. Moines, Ia., educational director Cen- 


tral Life of Iowa, will speak on prob- 
lems encountered by the average under- 
writer. Local speakers will include 
Commissioner Jess G. Read, Josh Lee, 
director of public speaking at the Uni- 
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versity of Oklahoma, and F. C. Love, 
Oklahoma City insurance attorney. 

One hour will be reserved for the 
Tulsa association’s contribution. The 
Enid and Shawnee associations will be 
represented by R. J. Grim and Kenneth 
Abernathy, respectively. The Muskogee 
association will also take part in the 
program. 

An interesting feature will be the 
introduction of two widows—one whose 
husband left her amply provided with 
life insurance—the other whose husband 
left her none. Each will relate her ex- 
perience upon losing her husband. 
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Seattle Association Elects, 
Observes 25th Anniversary 


SEATTLE, Dec. 28.—An enthusias- 
tic crowd of 250 members of the Seattle 
Life Underwriters Association installed 
new officers and observed the 25th an- 
niversary of the founding of the or- 
ganization. W. P. Laney, Phoenix Mu- 
tual, was elected president; J. H. Car- 
son, State Mutual, vice-president; J. P. 
Mulder, Mutual Life of New York, vice- 
president; Walter Medica, New York 
Life, secretary; H. E. Allen, Metropoli- 
tan Life, treasurer; H. S. Bell, Equi- 
table Life of Iowa, trustee. Austin 
Thayer is retiring as president. 

Rev. G. W. Stafford gave a Christ- 
mas message. Past presidents of the 
organization were seated at a special 
table. Each was introduced to the as- 
semblage. There were also present a 
number of the charter members. W. D. 
Mead, Pacific Mutual, extolled the work 
of the past presidents. 
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Silver Cups to Be Awarded 
Leaders in Oregon Congress 





PORTLAND, ORE., Dec. 28.—Silver 
cups will be awarded at the state sales 
congress here Feb. 5 by the Oregon 
Mutual Life and the Portland Managers 
Association to the two Oregon agents 
preducing the largest volume of business 
and the greatest number of applications 
in 1933. A leading producers’ dinner will 
be held following the sales congress, 
which will be attended by the leading 
Oregon producers of each company. 

President R. C. O’Connor of the Life 
Underwriters Association will open the 
sales congress, the morning meeting be- 
ing in charge of W. K. Hood. The top- 
ics to be discussed at the morning ses- 
sion are: “It Has Been Done—It Can 
Be Done Again—a Challenge, ” and “The 
Future of Life Insurance.” E. B. Mc- 
Naughtin will speak on “The Stability 
of Life Insurance.” The afternoon ses- 
sion will be in charge of W. C. Schup- 
pel, executive vice-president Oregon 
Mutual Life. F. W. Paris will talk on 

“Successful Prospecting.” A  playlet, 

“The Approach,” will be given by W. J. 
Sheehy, W. F. Krumbein, L. J. Beau- 

cage and E. W. Silcher. J. A. Drum- 
mond will discuss “Organizing Your 
Sales Talk”; Julian Coblentz, “The Sal- 
ary Continuation Plan”; A. W. Baren- 
drick, “The Anniversary Contract”; L. 
D. Wanzer, “Selling Wives,” and J. S. 
Green, “Selling the Young Man.” 

x * * 





Columbus, 0 
tion has decided to incorporate as an 
organization and not as_ individuals. 
Nine trustees are to be elected and they 
will choose the association officers. 
Election will be held in June. W. R. 
Lawrence has been chosen a member of 
the executive committee to succeed J. H. 
Wood, resigned. 

x * * 

Albany, N. Y.—P. H. Conway, a mem- 
ber of the committee on cooperation 
with trust officers, discussed the activi- 
ties of his committee at the December 
meeting, following which an open forum 
was conducted by Vice President Spen- 
cer McCarty. 

H. L. 


Among the guests was Feay, 


assistant actuary of the New York in- 
surance department. 
x * 
Appleton, Wis.—G. R. Wettengel, 


Northwestern Mutual, who had served in 
that office since the association was or- 


ganized earlier this year, was re-elected 
president. C. C. Baker, New York Life, 
was named vice-president; G. C. Nixon, 
Equitable Life, secretary, and W. a 
Smith, New England Mutual, treasurer. 
Directors are R. L. Peterson, John 
Trautman and Carl Schoof. 

K. W. Jacobs, Jr., Milwaukee general 
agent Connecticut Mutual Life, spoke on 
“Our Industry and Our Job in 1934,” 
emphasizing that life insurance was one 
of the few commodities which did not 
fail the public in the depression. Life 
insurance policies, he said, are today 
worth just as much as the agents told 
the insured they would be worth when 
they were sold in past years. 

. 

Hamilton, Ont.—N. A. Waldron has 
been elected president; E. C. Bouck, 
first vice-president, and 8S. G. Baggs sec- 
ond vice-president. 

A. Gordon Nairn, field supervisor of 
the Canadian Life Underwriters Asso- 
ciation, spoke at the annual meeting. 





* * * 
Marshalltown, Ia.—New officers are: 
President, Harry Van Hemert, Union 
Central; vice-president, Oliver Mabie, 
Metropolitan Life; secretary, Cecil 


Brooks, Central Life of Iowa; treasurer, 
F. M. Logsdon, Metropolitan Life; mem- 
ber executive committee, H. M. Ellis, 
retiring president. 

* * * 

Mason City, Ia.—Ear] S. Leaman, New 
England Mutual, has been elected presi- 
dent, succeeding R. B. Bailey. W. M. 
Huffman was elected vice-president and 
L. H. Gilchrist, secretary-treasurer. 
James Brown and William Limmert were 
named directors. 

In 1933 the association has increased 
its membership from 35 to 42. 

. = 2 

Corinth, Miss.—An association has 
been organized by agents of Alcorn and 
adjoining counties. Officers are: C. M. 
Laughlin, president, H. G. Hughes, vice- 
president, and M. A. Shook, secretary- 
treasurer. 

x * * 

Detroit.—Life insurance has come 
through the depression with clean hands 
at the conclusion of one of the most try- 
ing periods in human history, Paul 
Speicher, Research & Review Service, 
told 400 members of the Qualified Life 
Underwriters at their December meet- 
ing. He compared life insurance with 
other lines of business and industry in 
that respect. 

a a 

Los Angeles.—W. M. Hammond, gen- 
eral agent for the Aetna Life and presi- 
dent of the Los Angeles association, 
spoke at the last luncheon-meeting of 
the association. He suggested methods 
for increasing production in 1934, cover- 
ing the following subjects: Outside 
sources of inspiration, planning for suc- 
cessful undertaking, positive mental 
attitude, eliminating self in service to 
others and eliminating self-conscious- 
ness. Mr. Hammond illustrated many 
points by relating personal experiences 
involving practical application of the 
principles involved. 

E. S. Conrad, Phoenix Mutual, gave the 
“money-making idea” for the day which 
is now a regular feature at the meet- 
ings. He explained a program method 
which he has devised and found effec- 
tive for presentation to the prospect in 
which no reference to life insurance is 
made until the man has already been 
sold on ..e idea of an arrangement to 
assure completion of his plans for the 
future of the members of his family and 
for his own old age. 


Has Few “Not-Takens” 


Out of over $3,500,000 of business 
paid for by the H. A. Hedges general 
agency of the Equitable Life of lowa in 


Kansas City, Mo., in 1932, 97 percent 
was taken, and extra deliveries more 
than offset “not-takens.” The agency’s 
not-taken percentage from Jan. 1 to 
Nov. 1, 1933, was .059, and that included 
every policy issued. To Nov. 1 the 
agency had issued 746 cases with an 
average policy of a little over $3,000. 
Of these 702 actually were delivered 


and paid for. 
United Life & Accident Meeting 
General agents of the United Life & 
Accident are meeting for a two day ses- 
sion at the home office in Concord Jan. 
1-2. The meeting is being held under 
the direction of O. T. Sullivan, super- 
intendent of agencies. L. J. Doolin of 
the Life Insurance Sales Research Bu- 
reau and S. G. Dickinson, formerly of 
that organization, are to lead the dis- 


THE 
CHRISTMAS STORY 


AND 
LIFE INSURANCE 


The stories that live through the 
ages and vitally affect the lives 
of men are simple but profound. 
Life insurance, like the Christ- 
mas story, satisfies some of the 
fundamental needs of all men. 
Peace on Earth, Good Will 
Toward Men. 

Peace of mind which comes to 
him who has made safe provi- 
sion for himself and his loved 
ones. 

Good will toward men which is 
the blessing of him who has no 
fear for the future of his mate- 
rial estate. 

Every life insurance man who 
has done his work well may now 
look back at his year’s record 
and say to himself, “To the best 
of my ability I have brought 
peace and good will to my 
friends and clients.” 


American CENTRAL LiFe 


INSURANCE COMPANY 
INDIANAPOLIS - - - - INDIANA 











TERRITORY AVAILABLE ——— 








LIBERTY NATIONAL 
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BIRMINGHAM, ALABAMA 
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Rockford Life Has a Message for You 


Direct 


President F. L. Brown 
Rockford Life Insurance Co. 
Rockford, Illinois. 


It Concerns Contract 


With The Company 


Dear Sir: 

SEND ME THE MESSAGE 
NGM ccccccccccccccccccscscccesseseccorcccccsess cocccccecees eoceceececvees evccccccesooecs eeeceeee 
Address ...ccecccceccsecseeeeece ocenceccccccccssecesocccoes cevecees evceee coccccccsooes soccecccorers 
Chty.nccccccccccccccccccccccsccccecs cvcccvccccoce ec cccccccees State.....scceeceee eeeeeeeeecoceooss 








cussion on educational and sales plans. 
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The New and Original Answer 

to the Demand for Life Insur- 

ance with Disability Income 
Benefits 


Let Us Tell You About It 


5, 
THE PROVIDENT 


Life and Accident Insurance 
Company 
CHATTANOOGA, TENNESSEE 
Established 1887 











a you want— 


—Unrestricted Territory 
—Vested Renewals 

—Agency Building Opportunity 
—Home Office Co-operation 


then you want 


the 
square 


deal 


Agency Contract 


as issued by 


Natjwvnal 


Insurance Company 
Madison, Wisconsin 
Openings in Wisconsin, Min- 
nesota, lowa and Ohio 
USE THIS COUPON! 


C. M. Kremer, Agency Supt. 
National Guardian Life Ins. Co. 
Madison, Wisconsin 
I would like detaile of your square deal 
contract. 





SE pan emndnetea nuke abnecdasenaecennion 


Address ...... oceccccccccccesccccccscece 


OPP eee eee eee eee eee eee eee 


Officials Disagree 
on Lapse Effects 





(CONTINUED FROM PAGE 1) 


keep their policies substantially free 
from loans, are likely to be a better set 
of risks, on the whole, than those who 
give up their insurance through neces- 


sity, lack of tenacity or infirmity of 
purpose. 
Naturally it is difficult to compare 


mortality of those who surrender or 
lapse and those who do not. Granted 
that those who persist should be better 
risks, it is a question whether this ten- 
dency is sufficient to neutralize and pos- 
sibly outweigh the effect of the unin- 
surables who don’t lapse. 


Subject Much Discussed 


While the topic has furnished the ba- 
sis for many discussions among actuaries 
and home office underwriters, it is gen- 
erally agreed that the effect would be 
slight, and in any event nothing can be 
done about it. 

While mortality has been high during 
the past few years, even those who be- 
lieve that lapses tend to boost mortality 
are chary of attributing the higher fig- 
ure to the large volume of lapses. Much 
of the currently higher mortality is trace- 
able to the smaller volume of recently 
acquired business in proportion to the 
total in force. 


Average Age Increasing 


Another factor is that the proportion 
of coverage at the older ages is increas- 
ing, getting up around the ages where 
the ratio of actual to expected deaths on 
the American Experience table is much 
less favorable than at the younger ages. 

And even though all known factors 
were taken into consideration in survey- 
ing current mortality, there would still 
be the usual accidental fluctuations to be 
thought of which make it virtually im- 
possible to say that any real increase in 
the death rate among policyholders, if it 
were found to exist, could be directly 
traced to the high lapse and surrender 
rate. 


Blood Pressure Is 
Now All Important 





(CONTINUED FROM PAGE 1) 


It has been frequently commented on 
by underwriters that in many cases of 
death from apoplexy or heart disease, 
the examination showed little or no in- 
dication of such a possibility except per- 
haps high blood pressure. 

Experience on blood pressure requires 
seven or eight years to develop. The 
total of some 25 years is considered all 
too little as a basis for forming reliable 
conclusions. 

The present tendency is to consider 
that a diastolic reading over 100 indicates 
the risk very probably is uninsurable. 
Over 95 tends to make the underwriter 
apprehensive of end results and to make 
him loath to give insurance even on sub- 
standard, unless the individual is studied, 
supplementary blood pressure readings 
made and perhaps an electro-cardiogram. 
Over 90 and up to 95, to make him ap- 
prehensive if the applicant is under mid- 
dle age. 


Diastolic Pressure Important 


Systolic readings, it is now believed, 
are less dependable than diastolic. This 
is probably partially due to the emotional 
factor, which the examiner is prone to 
discount, as he knows the applicant often 
is nervous when undertaking an exam- 
ination. Systolic pressure also is inher- 
ently less stable. Underwriters are com- 
ing to believe that even the variations in 
svstolic pressure should not be ignored. 
They may, when bad results are shown, 
prove to have been the first intimation 
of approaching pathology. 

This is undoubtedy a most important 
factor in present day selection. Appli- 





cants have been found who deliberately 


planned for examination to be made un- 
der the most favorable circumstances. 
In some cases they insisted on examina- 
tions being made in their homes where 
they could be calm, where perhaps in 
advance another doctor had been called 
to check on the reading. Many exam- 
iners are prone to discount unusually 
high readings, feeling that the emotional 
factor cannot be permitted to cause re- 
jection of the risk. Underwriters today 
believe that such a “judgment discount” 
is bad judgment. 


Heart Murmurs Also Watched 


Supplementary blood pressure read- 
ings are being called for in many cases 
today. Ordinarily the electro-cardiogram 
cannot be asked for except in applica- 
tions for $300,000, or for amounts which 
would bring the total up to that sum. 

Much similar practice is employed by 
most companies in regard to heart mur- 
murs. Whereas in the past a slight mur- 
mur might be rated 175 percent, now- 
adays a 200 percent rating is the best 
that can be granted any murmur except 
when it is functional, and even these 
are so rated in middle age. 





Momentous Developments 
of the Year Are Sounded 


(CONTINUED FROM PAGE 1) 


saleability of assets. The market went 
off, which further complicated matters. 
Suddenly there arose an opportunity for 
relief, and in less than 60 days there were 
placed upon the statute books in 26 
states emergency acts delegating to the 
insurance departments, acting with or 
without official approval, the right to 
regulate the disbursements of money for 
policy loans and surrender values. 


Evidence of Popular 
Esteem and Confidence 





This prompt response to the emer- 
gency, evidenced by governmental 
authorities in enacting such legislation, 
the compliant spirit in which the regu- 
lation was received by policyholders, and 
the inconsequential manner in which the 
restrictions were terminated, were evi- 
dence of popular esteem and confidence 
which must be heeded. 

With all the United States seemingly 

beside itself, the institution sailed se- 
renely along its way without materially 
changing its course. It has during all 
the time met its obligations and will con- 
tinue so to do. 
In this connection, also, the mortgage 
moratorium may be considered. By its 
terms, it was proposed to postpone ac- 
tion on the foreclosure of mortgages 
upon the theory that a certain emer- 
gency existed. Whether or not such 
emergency actually did exist remains to 
be demonstrated, but the experience of 
life insurance companies is that they 
were not greatly concerned with it. All 
they wanted was opportunity to do busi- 
ness in a business-like manner. Besides, 
life insurance companies do and can 
manage and dispose of foreclosed prop- 
erty with comparatively little loss, for 
they do not have to sell on a low market; 
they can hold for the return to nor- 
mality. 


Lived Up to Requirements 
of Recovery Procedure 


Then came the NRA with all its 
attendant commotion. There is a great 
question whether or not the life insur- 
ance companies come under the NRA, 
but notwithstanding the doubt most of 
them entered it voluntarily. Despite the 
fact that it cost them a goodly sum of 
money, they faithfully lived up to its 
requirements as they understood them, 
making for a united front on a policy of 
business reconstruction. 

It is well to note here, too, that the 
life insurance business lends itself to the 
NRA. We are at the end of an era— 
the era of individualism. We are at the 
beginning of another—the era of cooper- 
ation. Business in the future will have 
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and government—in which capital and 
labor shall have the active part and 
government the advisory. Industrialists 
may have a hard time adjusting them- 
selves to this program, but the life in- 
surance companies will not. This busi- 
ness has been for a long time super- 
vised by government authority. It has 
been told how it must proceed. It has, 
subject to that control, been conducting 
a cooperative business, and it is accus- 
tomed to it. 


Recalls Proclamation as to 
Gold Standard 


Then came the presidential pronun- 
ciamiento by which the United States 
was taken off its time-honored gold 
standard for the first time in nearly 40 
years. The dollar needed attention due 
to a fall in price and to the hoarding of 
gold. There had come to the country 
evidence of unrest on the part of the 
unemployed, making for a condition of 
affairs approaching closely to panic. This 
led to the consideration of money and 
to a demand for inflation, a question 
which will soon be looked after by Con- 
gress. 

The life insurance companies have dis- 
bursed vast sums of money in recent 
years. There is no question but the 
greater portion of this money was dis- 
pensed at a time of great need. The 
greater the need the greater the value. 
Insurance dollars come as a rule when 
no other dollars are available. The at- 
titude of those people who are worrying 
about the fluctuating dollar seems ridicu- 
lous. Of course, if a man believes this 
country is heading for inflation such as 
they had in Germany, that is another 
story, but none of us expect that, and 
we do firmly believe that the institution 
of life insurance will continue to function 
as the most dependable agency of a 
man’s estate in his hour of need. 


Coverage Affected by 
Receiverships Slight 


Receiverships in some 18 companies 
took up considerable space and attracted 
much attention in the public press, but 
when it was finally understood that, de- 
spite the fact that some of the companies 
were large, the amount of insurance in- 
volved amounted to but 1% percent of 
the total in force, the matter became 
commonplace. These receiverships, how- 
ever, had their effect. They had a ten- 
dency to keep policyholders loyal—they 
paid their premiums and kept up their 
memberships. This indicates confidence, 
and the fact that almost all policyholders 
have accepted reinsurance indicates their 
belief that these companies in the end 
will successfully work out of the impair- 
ment in reserves. The failure of a life 
insurance company is vastly different 
from that of a strictly commercial busi- 
ness; no well-managed company was 
anywhere near a receivership. 

A large number of companies were 
forced to reduce their dividends during 
the year in accordance with good busi- 
ness policy, and due to the general con- 
dition of business. Dividends and their 
place in life insurance constitute a tech- 
nical and complicated subject, but when 
a policyholder comes to realize that divi- 
dends are merely excess premium re- 
ceipts charged as a feature of safety, he 
takes the reduction as a matter of good 
business, and when he becomes con- 
vinced that the cut is available to the 
company for any emergency which arises 
he is satisfied. 


Blasts from Critics 

Disturbed the Nervous 

Many new critical books and a large 
number of columns knocking everything 
about the institution and its administra- 
tion have led to a number of editorials 
from the general press, have had the 
effect of agitating the nervous, and have 
paved the way for twisting and various 
other lamentable incidents. These pub- 
lications also gave rise to attacks on 
securities, which brought with it also 
further discussion of better and stricter 
supervision, the question of federal as 





opposed to state control, and the agita- 
tion about the salaries of officers, divi- 
dends to stockholders and general ex- 
penses. 

Advertising took on a new form of 
appeal, with a greater receptivity, and 
incidentally the radio came in for quite 
a bit of consideration in this respect. 
The world fair in Chicago gave oppor- 
tunity for a greater publicity by the use 
of exhibits. The matter of dry repeal 
will have its effect, and indeed the year 
was wonderful in bringing to public con- 
sideration a number of allied questions. 


Decline of Suicides 
From Claim Standpoint 


The features of 1933 might well be 
extended to cover the subject of the de- 
cline of suicides from a claim standpoint, 
due to a more careful scrutiny of cover- 
age; the invasion by the government into 
the field of investments; action with re- 
gard to twisting, and further considera- 
tion of the loan and surrender value 
questions. All these arose and called for 
consideration, but we shall have to sim- 
ply suggest them and bow to the exi- 
gencies of space and editorial conven- 
ience. 

It may be said of the life insurance 
companies in 1933 that they have proved 
themselves to be the soundest and most 
stable of our financial institutions. To 
have withstood with pre-eminent success 
the onslaught through which they have 
been passing is indicative of the integ- 
rity of life insurance as an institution, 
and bears weighty testimony to the trus- 
teeship of those companies. 

The ability of companies to carry out 
their contracts during the last four years 
has been a tremendous factor in divert- 
ing a cataclysm in this country. This 
record of achievement has created in the 
minds of thoughtful men and women a 
confidence in insurance which cannot be 
over-estimated, and the best estimate of 
their confidence is the desire in increas- 
ing numbers to place their savings where 
they will be safe—in the custody of life 
insurance companies. 


Harper Is Personnel Officer 





Advanced by Metropolitan Life to Suc- 
ceed W. F. Dobbins, Who Is 
Retiring Dec. 31 





W. J. Harper, assistant secretary 
Metropolitan Life, has been appointed 
to succeed third Vice-president W. F. 
Dobbins, who will retire Dec. 31 after 
nearly half a century of service with the 
company. Mr. Harper will have the title 
of personnel officer. 

Mr. Harper, a native of Mount Ver- 
non, N. Y., joined the Metropolitan in 
1897 as cashier in the district office there. 
He was transferred to the home office 
as a bookkeeper in 1900. After succes- 
sive promotions he was assigned to the 
personnel division when it was organ- 
ized in 1919, and was appointed assistant 
secretary in 1932. 

Mr. Dobbins joined the company in 
1888 and after a number of promotions 
in the home office and field was made 
fourth vice-president of the personnel 
division when he organized it in 1919. 
He was made third vice-president in 
1927. The division under Mr. Dobbins’ 
direction has selected more than 30,000 
persons as Metropolitan employes from 
among many times that number of appli- 
cants. 


S. A. Swisher Recovering 


Stephen A. Swisher, Jr., assistant sup- 
erintendent of agencies Equitable Life 
of Iowa, is recovering from an attack 
of lobar pneumonia in New York City. 
He was taken ill en route from Hart- 
ford to New York and was taken to a 
hotel by E. McConney, actuary of the 
Bankers Life of Iowa, who was travel- 
ing with him. 

Mrs. Swisher was called to New York 
to be with her husband. 








PROTECTION 


Salesmen— 
Excellent 
Opportunity 





“A New Deal in Life Insurance” 





A Dollar’s Worth for a Dollar 


Mutual Legal Reserve. Participating, non-par rates; 
estimated average annual cost Ordinary Life, age 35 
$15.38 per thousand; Twenty-Pay Life paid up for 
$1,549 plus dividends per thousarid in 20 years; Endow- 
ment pays $1,961.54 plus dividends per thousand if 
policy becomes a claim year it matures. Cash accumu- 
lation available any time without note, interest or deduc- 
tion from face of policy; juvenile with all fine features 
of adult policies. Unlimited opportunities for agencies 
in Illinois, Michigan, Indiana, Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 
















In Miami Beach ite 


Shé Heetuood 


Opening for the Winter Season 
January first. European Plan. 
An Exclusive Winter Resort Hotel, on 
iscayne Bay, with Ocean Bathing, 
Private Dock and every facility for the 
comfort and entertainment of its exclusive 
and discriminating clientele. 
Rates Double from $8.00 to $20.00 per day. 
A le carte service and Fixed Price Meals. 










Columbus Its 

THE NEIL HOUSE 
Akron Its 

THe MAYFLOWER 





. 
FENWAY HALL, 
" Cless 
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They Said We’d 
“Get Burnt” 


When our new Super-Disability policy 
went on the market, so simple was the 
contract, and so free was it from con- 
fusing technicalities and restrictions that 
we were told we'd get “burnt.” 

But we knew we could write a policy 
for accident and health as clean cut as 
the life contract, and we did it. We 
haven’t been burnt, 

Life agents have found it an excellent 
means to complete the protection with 
which to surround their clients. 

Send in the coupon for further infor- 
mation, 
















INTER-OCEAN CASUALTY 
COMPANY 


Ocean Casualty Co., 
= Bidg., Cineinnatl, Ohle. 


se send me -———, regarding your acci- 
] dent y} health policies. | 


Executive Office 
CINCINMATI-ONIO 





Inter. 


| Name 








$1,000 to $1,600 
Coteney Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 
Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
cpinioe 

My you, resife in pm 9 aes Indiene, 
Kentocky, or a Stee J — 


Write for Samples and Particulars 
Tale & ene of Go ey ete ee 
issued by . 


Federal Union Life 


FRANK M. PETERS, President 
Cincinnati, Ox10 














WITH INDUSTRIAL MEN 

















Dangers of Over-Selling 
Washington National Points Out Cause 
of High Lapse as Assured 
Can Not Pay 





The Washington National of Chicago 
in analyzing its lapsed policies has come 
to the conclusion that too many agents 
do not measure a man’s ability to pay 
for his insurance but sell him at a time 
when he may have more money than 
usual on hand at that particular mo- 
ment. In other words, the agent has not 
been careful enough to gauge the policy- 
holders’ ability to pay a stipulated pre- 
mium year after year. The company 
says that some salesmen persuade their 
prospects to apply for insurance, calling 
for premiums larger than they can af- 
ford to pay. 

An agent may ascertain during his 
early interview how much money a man 
has on hand and then the size of the 
policy is gauged by that amount. He 
had in mind getting as much money as 
possible and yet that may not be a cor- 
rect measure of the ability of the pros- 
pect to pay year after year. The Wash- 
ington National feels that the salesman 
who undertakes to sell a prospect such 
a policy is concerned mainly in the initial 
premium and cares little about the wel- 
fare of the prospect later on. The com- 
pany urges therefore that the agent as- 
certain the prospect’s financial ability to 
pay, whether he has a steady job, how 
much income he has and what are his 
obligations. If a man is oversold a lapse 
is sure to follow. The Washington Na- 
tional says that its records show that 
the highest percentages of renewals are 
reported by districts where policies are 
issued for small coverages and hence 
for correspondingly low premiums. 





Confer in Virginia as to 
New Forms for Revivals 





RICHMOND, VA., Dec. 28.—Vir- 
ginia companies writing industrial busi- 
ness are endeavoring to work out a 
more uniform system for giving receipts 
by agents for money collected in re- 
vival of lapsed policies than the one 
now in use. Representatives of the 
companies conferred here with Superin- 
tendent Bowles in regard to the matter. 
While there has been no particular com- 
plaint against the present system it was 
agreed that there were possibilities of 
abuse. Superintendent Bowles _ sug- 
gested that the forms be corrected to 
some extent. 

A committee was appointed to work 
out a more satisfactory system, com- 
posed of Col. Joseph Button, president 
Union Life; B. H. Handy, president 
Mutual Life of Richmond, and R. D. 
Watkins, vice-president Home Bene- 
ficial. 


Western & Southern Life Class 


Ninety-three home office employees of 
the Western & Southern Life have en- 
rolled in the evening classes of a life 
insurance school being conducted in Cin- 
cinnati under the auspices of the Life 
Office Management Association. 








Life & Casualty’s Increase 


President A. M. Burton of the Life & 
Casualty of Nashville states that it made 
more industrial straight life increase end- 
ing Oct. 1 than it did in the year end- 
ing Oct. 1, 1929. He calls attention to 
the need of keeping all men on a plane 











The Annuity Digest, a newly pub- 
lished authoritative Analysis of Per- 
sonal Income Contracts, is available 
from The National Underwriter. Single 
copy $3.00 





where they are making good. In the 
same way the various districts, he de- 
clares, must be showing an increase. 


W. G. Peterson Is Promoted 


W. G. Peterson has been promoted 
from inspector to superintendent of the 
Chicago 17 district of the Prudential at 
453 West 63rd street. He started as 
an agent in August, 1921, in Chicago No. 
6. He was made an inspector in 1923, 
covering Aurora, Chicago, Evanston, 
Joliet and Rockford. 








The Middletown, O., district, under 


Manager V. B. Riggs, is leading the 
Western & Southern Life in industrial 
increase. All Middletown agents and 
superintendents are on increase and all 
agents are on claim. Twenty-three of 
these agents are drawing maximum col- 
lection salary. Charles Clevenger, 
Middletown, is the leading superintend- 
ent. 


Results from Inquiry Cards 


More than $377,000 of business with 
an average of $3,140 per policy was the 
result of a single premium notice enclo- 
sure mailing made by the Lincoln Na- 
tional Life, a survey just made dis- 
closed. 

Inquiry cards listing various items of 
interest to the policyholders were en- 
closed with premium notices. The in- 
quiry cards were of the business reply 
type and went back to the home office 
with no posting cost for the policy- 
holder. These were tabulated as re- 
ceived and then forwarded to the field. 

Practically one-third of the entire 
volume written was produced by but 13 
men who wrote more than one old 
policyholder on these inquiry cards. 


Policyholders of Failed Companies 


W. W. Jaeger, vice-president and di- 
rector of agencies of the Bankers Life 
of Iowa, in a message to the field force, 
urges agents to advise policyholders of 
failed companies in a broad, fair-minded 
way. Where those policyholders ask 
for information, Mr. Jaeger requests 
that the agent refer them to the gen- 
eral agent of the company in receiver- 
ship. 

“You know,” Mr. Jaeger states, “that 
there are thousands of women and chil- 
dren that are dependent upon the Pe- 
oria Life for their bread and butter 
and many thousands that are dependent 
upon these other companies that have 
unfortunately been placed into receiver- 
ship during the past month.” He states 
it may be possible for these companies 
to work out of their present situation 
and save policyholders and beneficiaries 
their insurance estates. Mr. Jaeger 
states he wants to cooperate with In- 
surance Director Palmer of Illinois and 
the Peoria Life in attempting to make 
it possible for them to work out of their 
situation. 





Seeks Information About 
the Registered Policies 





Question—In your article in regard 
to the Missouri State Life you state 
that of approximately $600,000,000 of 
ordinary insurance a total of $55,130,000 
is registered policies. Against these 
policies there is a reserve of $22,519,000. 
Will you please explain just what is 
meant by registered policies? 

Answer—Some states have now or 
have had in the past a law requiring 
that home state life companies deposit 
the full legal reserve with the state. In- 
diana, for example, has such a law. II- 
linois had such a law but it later was 
made optional so that there is now only 
one Illinois company that is registering 
its policies. The policies have to be 


when a policyholder gets his contract 
he knows that the state has certified to 
the fact that the full reserve is repre- 
sented in the way of securities deposited 
with the state. 


Big Total Rolled Up 


The Jefferson Standard new business 
totaled $9,222,000 in November when 
the company’s agents staged a drive in 
honor of Julian Price’s birthday. 

Applications totaled 3,516, which was 
the largest number ever produced in a 
month. 

November, 1933, production represent 
ed an increase of 78 percent over No 
vember, 1932. 


“PACKAGE” 
SELLING 


is here to stay » » » 





Most Complete and 
Salable “Package” is 


GUARANTEED INCOME 
CONTINUATION PLAN 


Provides any desired 
Monthly Income of the 
Same Amount to cover 


ACCIDENT OR ILLNESS 
EARLY DEATH 
OLD AGE DEPENDENCY 
LACK OF CASH 





ISSUED ONLY BY 


Abraham Lincoln 
Life Insurance Company 
Springfield, Illinois 


H. B. Hill, President 














sent to the state insurance department 
and there properly registered so that ! 














No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


WwW. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 
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T. G. Murrell Gives Details of His 
Successful Methods for Securing 
Prospective Agents Who Produce 


NEW YORK, Dec. 28.—Convinced 
that most of the new agents who prove 
failures are men who would 
been taken on if the agency director 
had had a greater number of men to 
choose from, T. G. Murrell, Connecticut 
General Life manager in New York 
City, has built his recruiting plan around 
an intensive, systematic prospecting 
method that would put to shame the 
prospecting activities of any but the 
most exceptional star producers. It is 
his contention that the manager who 
has a large number of good prospectives 
from which to select need not be a 
genius at the actual job of selection 
provided he is armed with an effective 
system of selling the life insurance 
business to the men he decides he wants. 


Judging Qualifications Is 
a Comparative Process 


He also feels that judging the quali- 
fications of a man is a comparative 
rather than a quantitative process. 
one talks to 100 men in a week it is 
easier to pick the right man than if he 
talks to only three. The system calls 
for a thorough follow-up plan to keep 
the subject in the prospective agent's 
mind, for Mr. Murrell has found that 
sometimes it may take months or even 
years to get a man who is worth going 
after. 

His agency uses these tools: 

1. Prospect file of men interviewed. 

2. Prospect file of centers of influ- 
ence through which prospective agents 
are secured. 

3. Recruiting follow-up chart. 

$+. Circularization follow-up chart. 

The circularization schedule keeps be- 
fore the prospective agent the idea of 
going into the life insurance business, 
acting as an additional selling force to 
supplement personal and telephone calls 
by Mr. Murrell or one of his assistants. 
The literature includes company circu- 
lars, booklets published by the “Dia- 
mond Life Bulletins,” and other ma- 
terial. 


not have . 


| Slightly more than a year ago Mr. 
Murrell took on what most people would 
, call a tough assignment. He opened a 
new agency, in a city which was new to 
‘him and with a company that was new 
to him. However, he was something 
of a veteran at opening new fields, hav- 
ing done this type of work in half a 
dozen other cities for the company he 
was previously connected with. 
Coming to New York, he immedi- 
ately began developing centers of influ- 
ence, and in no perfunctory way, as 
may be seen from the fact that one such 
contact, a lawyer, has already sent him 
14 prospective agents, while another, a 
banker, has sent him 11, and another 
banker even more. To get this sort of 
cooperation it was obvious that some 
sort of reciprocity basis would be essen- 
tial, and this is exactly what Mr. Mur- 
rell proceeded to develop. He has made 
it a point to further the interests of 
those who were furthering his interests. 
He asked each center of influence: 
“What do you sell? Why should people 
buy your product instead of that of 
your competitors?” He asked himself: 
“Whom do I know who would be a 
prospect for this man’s product?” 


Actively Cooperates With 
His Centers of Influence 


His efforts in behalf of these con- 
tacts have resulted in a variety of ac- 
tivities, each bringing its return in the 
shape of active cooperation in sending in 
good prospective agent material. He 
has brought about the selling of an auto- 
mobile, the renting of a house; he has 
jenabled bankers to get accounts they 
; were seeking, and has steered law work 
toward his legal contacts. In return for 
his hiring all his office help through one 
|of the city’s leading employment agen- 
| cies, the manager of that agency agreed 
| to send him men who might make good 
life insurance agents, and has already 
|} sent a number. 
| The result has been that in 13 months 
these sources sent him 317 prospects. 








| laws” 


Obviously these prospective agents 
would be above the average, having 
been sent only after careful considera- 
tion by the man sending them. How- 
ever, with such a large number to 
choose from, it was possible to set high 
standards. Seventeen of this number 
were put under contract, a ratio of 
about one to each 18 men interviewed. 
About one in each six was found to be 
acceptable, but naturally not all of these 
decided to go into the life inesurance 
business. 


Confirms Conversations 
With a Form Letter 


Mr. Murrell writes a form letter to 
each center of influence confirming his 
conversation about the type of man he 
wants. He writes a thank-you letter to 
each center of influence whenever he 
sends a man, and explains why he did 
or did not measure up. In one instance 
the center of influence came in and ap- 
plied for an agent’s contract after three 
men he had recommended had been 
turned down. Mr. Murrell uses the 
phone one hour each week to supple- 
ment personal follow-up of centers of 
influence. 

Of the 17 full-time men put under 
contract since the office opened, 13 are 
still with the agency and doing a satis- 
factory volume of business although, of 
course, the eventual success of some of 
the later arrivals is still to be shown. It 
has been an integral part of the plan 
never to take on a man unless he can 
finance himself for at least three months 
and unless he can get his living expenses 
down to $50 a week or less. The pre- 
sumption is that after three months in 
the business he should be able to get 
along with not more than $25 a week 
financing, which would be sufficiently 
secured by the business he has done 
and is doing. 


Gets New Man to 
Reduce His Expenses 


For instance, one man said he could not 
reduce his budget below $250 a month. 
Reluctantly he was refused a contract. 
He came back two weeks later with 
his wife. They had moved in with “in- 
and reduced expenses to $80 per 
month. This man has made a success- 
ful start and is happy with no financing. 
In this way Mr. Murrell has kept his 








T. G, 


MURRELL 


agency's financing debit down to one- 
quarter of the amount the ‘company 
allocated for the first year. 

The fact that a man must be able, 
first, to finance himself for three 
months, and second to get his budget 
down to $50 a week or less, makes it 
imperative to have a large number of 
prospective agents to choose from if 
these two conditions are to be fulfilled 
and the agency is at the same time to 
be built up at a reasonable rate. 

In addition to the foregoing financial 
qualifications, Mr. Murrell endeavors to 
get men who are hard workers, of good 
character and native intelligence; with 
courage to face people; not easily dis- 
couraged by bad “breaks”; of the active 
rather than the introspective type. 


Interested in Past 
Earnings of Prospect 


He is interested in the amount the 
prospective agent has earned, preferring 


one who is earning or has recently 
earned a yearly salary of 100 times his 
age. He is particularly interested in 


the type of man the prospect's father 
and brothers are, believing that a man’s 











Life Reinsurance 


250 Park Avenue, New Bork 


Lawrence M. Cathles, President 


North American Reassurance Company 




















ST. LOUIS MUTUAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 
“Solidity maintained three-quarters of a century for policy- 


holders and agents.” 


F. H. KREISMANN, PRESIDENT 


@Reliable representatives desired in Kansas, Illinois and 


Missouri. 
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ambitions are likely to be somewhat on 
the same plane as those of his immedi- 
ate relatives. 

Of the five men who have left the 
agency since being taken on within the 
past 14 months, only two had to be let 
out because it was found that they were 
not suited to the life insurance business. 
The other three left because of assured 
salaries in other lines, ranging from 
$4,200 to $10,500. 

Mr. Murrell is convinced that success 


in inducing new men to enter the life 
insurance business is controlled by the 
same factors as those controlling the 
selling of life insurance, that there is 
the same temptation to sell those one 
can see rather than see those whom one 
can sell. He insists that there is noth- 
ing new about his methods, but rather 
that it is simply an objective follow- 
through on a systematic basis of the 
principles every general agent or man- 
ager already knows. 











Metropolitan Tries New Plan 








The recent adoption by the Metro- 
politan Life of a new method of sound- 
and-visual sales training is already bear- 
ing excellent results, it is stated by Max 
C. Fisher, assistant secretary. The new 
method which is employed in insurance 
for the first time by the Metropolitan 
Life, is based on the synchronization of 
the sound with slide films as developed 
by Visomatic Systems of New York. 

“While it is still too early for us to 
make a final judgment regarding the 
value of our Visomatic production,” de- 
clared Mr. Fisher, “our results so far 
have been definitely satisfactory. To 
date, showings of the production have 
been held largely at the home office, but 
on several occasions arrangements have 
been made for showing in the field, 
and it is not unlikely that we shall ex- 
tend the latter service.” 


Mr. Fisher stated that an indication of 
the value of the new medium in sales 
training work could de derived from the 
fact that the Metropolitan Life is now 
working with Visomatic Systems on pre- 
liminary plans for a second production. 

The present Metropolitan production 
bases its sales training method on ex- 
ample, effected through the presentation 








of situations, with a concurrent expla- 
nation and analysis of what is involved 
in these situations. Thus successive 
scenes cast on the screen show the ideal 
method of approach by an agent, his 
methods of gaining interest and atten- 
tion, his maintenance of records and 
allied details, while a verbal explanation 
imparts drama to these scenes and at 
each step details the reasons for the pro- 
cedure shown. The experiment is at- 
tracting much attention. 








Family Income Sales May 
Bring Dangers in Future 





An experienced general agent in Mont- 
real, who has operated also in the 
states, says he believes there is real 
danger for future sales of life insurance, 
in the way in which family income and 
other special policies are now being 
sold. He says that too many agents 
are selling special policies of this kind 
and leaving the impression that through 
their purchase, the buyer has solved his 
life insurance problem. He emphasizes 
that in the sale of the family income 
policy, for instance, the thought should 
be left with the prospect that this 
policy is somewhat of an emergency 


plan, that it does not fully satisfy the | 


requirements of his own old age pro- 
tection and that it should be looked 
upon as a start or emergency purchase 
of life insurance. 


Income Options Needed 
by Small Policyholders 


A. Mackenzie, manager of agencies 
for the Manufacturers Life of Toronto, 
in a message to agents urges use of the 
income presentation in soliciting those 
with the capacity to buy only small poli- 
cies and the use of settlement options 
for these policyholders. 

“Your prospect may feel that income 
settlements are beyond his reach,” Mr. 
Mackenzie states, “because an adequate 
income for the entire life time of the 
beneficiary is an ideal that is not imme- 
diately obtainable. As a matter of fact, 
this method of paying a claim may be 
more necessary than in the case of pol- 
icyholders who own larger estates. Be- 
cause the estate is small a beneficiary 
may try to increase it through invest- 
ment (or speculation)\—an attempt 
which more frequently than not ends 
disastrously. In such cases income set- 
tlement may prove a godsend.” 


Salesmen Wanted 


To Present Established Line to Life 




















Insurance Home Offices, Agencies 
and Agents. 
Thrift t Manufacturing Company 
adi gy 8 Dept. 








Improvement in Sales Is 
Shown by Detroit Survey 





DETROIT, Dec. 28—A genuine im- 
provement in life insurance sales condi- 
tions in the Detroit territory is reflected 
in figures on production compiled by H. 
B. Thompson, executive secretary Asso- 
ciated Life General Agents & Managers 
of Detroit. Production for November, 
1933, exceeded the similar figure for 
the same month of last year by 26 per- 
cent, to judge by reports representing 
13 of the larger companies. 

These 13 companies, estimated to 
write 40 percent of the total volume in 
Detroit, wrote $4,257,718 here in No- 
vember as against $3,364,946 for No- 
vember, 1932. The estimated total writ- 
ten here in November runs over $10,- 
000,000, exclusive of industrial and 
group. It is interesting to note that the 
improvement was widely spread over 
the 13 companies. 


Ready Answer Got Interview 


To the man 65 years old who, over 
the phone, responded to the words, “life 
insurance” with the answer that he was 
too old to a - insurance as it cost 
too much, J. M. La Conche, Sun Life 
agent. in tlertturd. obtained the inter- 
view by responding quickly: “But what 
I have to present to you costs less the 
older you are.” He presented annuities, 


Airplane Death Excluded 


The Kentucky court of appeals in 
Monroe’s administrator, vs. Federal 
Union Life, has held that the following 
clause does not include death in an air- 
plane: “By the wrecking or disablement 
of any automobile or motor driven car 
(motorcycles and railway cycle cars ex- 
cepted) or horse drawn vehicle not ply- 
ing for public hire in which the insured 
is riding or driving or by being acci- 
dentally thrown from such wrecked or 
disabled automobile or vehicle.” 

The words, “automobile” and “car” 
are used interchangeably, the court 
pointed out. The policy excluded mo- 
torcycles and railway cycles, which in- 
dicates the policy was intended to be 
very limited. The annual premium was 
$1.25. These facts, according to the 


court, are strongly persuasive that the 
policy. was intended to be very limited. 
Since riding in airplanes is very hazard- 
ous, and the insurer took the precau- 
tion to exclude motorcycles and railway 


cycles, then could it be said that it in- 
tended to include airplanes, which are 
more hazardous than the vehicles ex- 
cluded? 


Questions That 
Lead to Prospects 


By MARSHALL H. ROBERTS, 
Reliance Life 


When we ask a client or friend for a 
life insurance prospect, in most cases 
he doesn’t know what we are talking 
about. But every man knows “news” 
that is important to us if we know how 
to get it out of him by intelligent ques- 
tions, such as: 

“Do you know anyone who has been 
married recently?” 

“Who of your friends have had chil- 
dren recently born?” 

“Anybody you know building a new 
house?” 

“Who has had a recent promotion?” 

“Who has just moved here from out- 
of-town?” 

“Who has just started in business?” 

“Who has just had a sudden death in 
their immediate family, or among their 
close friends?” 

“What boy has just taken his first 
job?” 

“What young college man has just 
taken his first position?” 

“Who lives next door to you?” 

“Who is your dentist? Your lawyer? 
Your tailor? Your doctor?” 

“Any of your company’s out-of-town 
representatives here on a visit?” 

“Who has just had an advance in 
salary?” 

“Who has had money left to them?” 

“Who is ‘stepping out’ in a way that 
would indicate increased prosperity?” 

“Who are some of your best pals— 
those you play golf with, fish or hunt 
with?” 

“Who are some of your classmates or 
fraternity brothers?” 

“For whom do you work?” 

“Who is your sales manager?” 

“From whom do you rent?” 

“Do you know of some young man 
who looks like a ‘winner’?” 

“With whom do you do most of your 
trading?” 

In our daily conversations, whether 
social or business, we should constantlv 
be on the alert for “news.” We should 
constantly be listening to others and 
getting others to talk, using leading 
questions, and making mental notes. 


Fast Made Brokerage Manager 


F. R. Fast of the supervisory depart- 
ment of the Keane-Patterson agency of 
the Massachusetts Mutual Life in New 
York City has been appointed manager 
of the brokerage business department 
for that agency in Greater New York. 
Mr. Fast joined the agency in 1930 fol- 
lowing his graduation from Colgate. He 
has built up a large following among 
New York brokers and has developed 
some original ideas in the solicitation of 


C. L. U. 


Dr. G. B. Van Arsdall, from the home 
office of the Equitable Life of Nejw 
York, spoke at a luncheon meeting of 
the Indianapolis chapter of the C. L. U. 
on “Serving Present-Day Needs 
Through Professional Life Underwrit- 








* * * 


The classified section of the Montreal 
telephone directory has a separate list- 
ing for “Insurance-Chartered Life Un- 
derwriters.” Fourteen names are listed, 
each man with his company affiliation. 
The companies represented are the Con- 
federation, London, Prudential of New- 
ark, Imperial (three men), Canada, Sun 








(three men), New York Life. 





High Cost or Low Cost 
Forms Now Preferred 








The public today prefers either a 
high premium form offering the means 
for safe investment or a low rate con- 
tract providing high protection, the Mu- 
tual Trust Life of Chicago finds. The 
restricted field of safe investments has 
caused the man with a surplus to turn 
to life insurance as a safe, systematic 
and convenient depository. 

And on the other hand, the man with 
a curtailed income, who may perhaps 
have lost the bulk of an estate which 
has taken him many years to build up. 
turns to life insurance as the one means 
by which he can immediately recreate 
the estate and guarantee future welfare 
and comfort of his dependents at a 
minimum of cost. 

The increasing demand for these two 
general forms of coverage, is indicated, 
the Mutual Trust Life says, by the in- 
creased average amount of each policy. 
Income endowment policies averaged 
$4,000 in November, or more than 
double the average policy of this type 
issued by the company. Family in- 
come bonds average $5,500. The point 
is made that, this state of affairs being 
true, the man in the field can increase 
the average policy which he sells by 
concentrating on these two forms. 





Ingenious Approach Used 


Clifford Bell, general agent for the 
National Life in Albany, reports that 
his men have been successful in get- 
ting to see people by pasting upon a 
blotter a newspaper clipping telling 
something about the man or his busi- 
ness along with the statement on the 
blotter: “We have heard of you. Now, 
will you hear of us?” Another plan 
recently used in this office is the pres- 
entation of 20 payment retirement in- 
come policies to be sold to the father 
for his child or children. The present 
flood of examples showing the desira- 
bility for this kind of protection ap- 
pears on every side. 





Must Get Down to the 
Fundamentals of Selling 





H. P. Aiken of Los Angeles, general 
agent of the Home Life of New York, 
takes the position that during the next 
decade there is going to be a real op- 
portunity for agents to sell the most 
wholesome kind of life insurance. The 
agent, in his opinion, will eliminate all 
the frills and furbelows, all the tricks 
of selling, all the ballyhoo, and present 
the basic ideas of life insurance. Mr 
Aiken declares that the public basked 
peacefully along with the agents in the 
confident belief that no legal reserve 
life company could fail to carry out its 
contracts. The old time salesman soft- 
ened, grew careless and ignored entirely 
the fundamental principles of life insur- 
ance selling. As Mr. Aiken points out, 
the carefully planned methods of pros- 
pecting the insistence that regardless of 
rain or shine he would make so many 
calls a day, the keeping of accurate rec- 
ords as to calls, interviews and sales, 
the rehearsal out loud and the writing 
in long hand of his sales talks; in fact, 
all the things that had made him the 
envy of salesmen in other lines and the 
example held out to his men by the 
sales manager in other lines, were 
thrown into the discard. 

With the older agent, Mr. Aiken says 
that there are many pitfalls along the 
road back to the normal way of selling 
The veteran is going to find it difficult 
to keep from comparing the good old 
days with those immediately ahead. It 
is going to take will, determination and 
industry to make the grade. However, 
if an agent sets his heart on adopting 
fundamental principles in selling, even- 








tually he will be paid richly. 
































plete copies of policy contracts. 


But— 


| CHECK 


THESE IMPORTANT 
FEATURES 


/ PREMIUM RATES 


DISABILITY AND DOUBLE INDEMNITY 


) GENERAL INFORMATION 


- Specify the 
‘Unique Manual-Digest”’ for 1934. It’s truly comprehensive! 


For further information write THE NATIONAL UNDERWRITER CO., 420 E. Fourth St., CINCINNATI, OHIO 





One of the so-called “larger” books was discontinued 
last year. Another specializes in financial exhibits and re- 


ports on companies. Still another is largely devoted to com- 


* Alone in Its Field » 


Among the “Larger” Books— 


*THE UNIQUE MANUAL-DIGEST* 


Compiled and published by The National Underwriter Company 


In the so-called “vest-pocket” field, the Little Gem Life 
Chart (published by The National Underwriter) stands 
supreme both in amount of information given and number 
of companies. In the field of the larger books the Manual- 
Digest is “Unique” in that it not only treats all companies, 


but all departments of their information. 


The Unique Manual-Digest is the ONLY book covering 
ALL Companies in ALL Departments of Information 


what the 
Unique Manual-Digest 


shows 


Tabular Classification of Items 
297 Companies 
62 Classified Items 


Standard Synopsis of Contract for 
279 Companies 


Covering all points except those 
standard in every company. 


In full, every age for at least 


16 Contracts + contracts 


254 Companies \east*s 
ages). 
25 Companies with 2445 Contracts 
Shown for at least 5 year ages 
for all 279 Companies 


279 Companies 


Five Year Ages, end of 3, 5, 10, 15 
& 20 years for at least 5 contracts. 


83 Companies 


As many as 16 policies (present 
scale). 20 years Actual History 
for about 40 companies. Sum- 
maries at 5, 10, 15 & 20 years, 
present and history for 3 policy 
forms. 


428 Companies 
Officers, territory, history, rec- 
ord of dividend changes, analyses 
of business, sub-standard, retro- 
active principles, etc. 


We know of no other publication having so com prehensive a scope. 


what another 


Large Reference Book 


shows 


NO FINANCIAL 
DATA SHOWN \ 


Complete Specimen Contract for 
136 Companies 


Nine companies have 2 contracts 
shown, one has five. 


In full, every age, usually for 
10 to 13 Contracts 
110 Companies 


26 Companies with 21-26 Contracts 


Shown for only 23 Companies. 
Omitted for many large companies 


33 Companies 
Every Age for 1, 2, or 3 contracts. 


23 Companies 


Present scale and net cost sum- 
maries of 3 policies at 4 ages. No 
dividends shown for a number of 
large companies. 























The Columbus Mutual 


OFFERS 
First—LOW COST INSURANCE TO SELL. 


Second—LIBERAL COMMISSIONS FOR SELLING IT. 
(An Unusual Combination) 


Third—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

The Right to Build Your Own Agency— 
No one to interfere, dictate or coerce— 
Every influence helpful, inspirational— 


Reward determined not by chance, by guess, or by favor- 
itism, but by results— 


The larger the production, the higher the rate of compen- 
sation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 





Consecutive Weekly Production 


Practical? Two-thirds of The Guardian’s 
C. W. P. members of a year ago have added an- 
other year of C. W.P. to their records and for every 
Guardian producer who relinquished C. W. P. mem- 
bership during the year, four new members were 
added to the roll. Two leaders are nearing 12 years 
of membership; seven others are in their sixth to 
ninth year of C. W. P. 


Profitable? Last month the average produc- 
tion for the entire C. W. P. group was eleven lives 
per man. 





| Guardian policy contracts and productive 


selling plans help make C. W. P. both practical 
and profitable for Guardian Fieldmen. 





THE GUARDIAN LIFE 


ESTABLISHED 1860 








INSURANCE COMPANY of AMERICA 
50 UNION SQUARE NEW YORK CITY 




























































If you want to represent 
a company offering... 


quick service 

fair dealing 

personal attention 
active help 

home office cooperation 
attractive policies 
practical suggestions 


you need not look farther. The Shenandoah 
Life cffers all these attractive features. 
Write Charles E. Ward, Agency manager. 


W. L. ANDREWS 
Sec’y-Treas. 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 


R. H. ANGELL 
President 


E. LEE TRINKLE 
Vice-Pres. 


— —W- 





“Company Program’ 


CAREFUL SELECTION— 


So you will be proud of your associates. 


SCHOOLING AND TRAINING— 


A seven year old plan that has reduced our “agent turnover" to a 
smaller average than any company in the United States. 


“FOLLOW UP PLAN"— 


The average agent's biggest job is to “manage his time," 85% of our 
full time men operate on a weekly plan and like it. In reality it's a 
partnership idea 


"A PACKAGE METHOD OF PRESENTATION" — 














That allows for sane reasoning. 


Our only reason for wanting more production ‘his year 
than last year is that our men in the field will earn 
more money: It's a reality in our case. WE ARE 
AHEAD of 1932, rather a happy situation but it 
didn't just happen. It's the result of our Company 
Program! 











Letters addressed to A. B. Olson, Manager 
of Agencies bring interesting replies. 




















































































